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1. Y. POSITION ON 
DOMESTIC COMPANY 
DEPOSIT FUNDS 


This State Makes No Discrimination 
Between Policyholders; Protection 
Given to All 








SOME COMMISSIONERS DIFFER 


In One Southern State Thirteen Re- 
ceivers Have Been Appointed to 
Administer Funds 


Although the Liquidation Bureau of 
the New York Insurance Department, 
of which Clarence C. Fowler is chief. 
has a@ personnel of thirty; and has 
done such phenomenal work in salvag- 
ing companies as to return one hundred 
cents on the dollar, (this being done in 
the case of the Seneca Fire of Buf- 
falo); and has received encomiums 
fom insurance departments of many 
states, it is frequently in a legal 
or verbal controversy with certain in- 
surance departments of other states 
who take the insular attitude that the 
deposits in their possession belonging 
to New York State domestic companies 
belong to the resident policyholders of 
the state rather than to the policy- 
holders of all states in which the com- 
panies in question are admitted. That 
the deposits of an insolvent New York 
State company in other states do not 
exclusively belong to the policyholders 
of those states—that it would be a dis- 
q@imination against other policyholders 
if{these deposits were so distributed— 
has been held in several decisions of 
high courts. ; 

Nevertheless, there continues this 
attempt to make these exclusively 
state-bound distributions, and in the 
train of developments come _ court 
fights, endless appointments of receiv- 
ers in different places, and various ex- 
Penses which eat into the funds and 
which could well be saved to the policy- 
holders if the New York Liquidation 
Bureau were solely permitted to admin- 
ister the liquidation which it does by 
treating all policyholders On an even 
basis. ; 

The Empire State 

In Ohio the Empire State had a 
deposit of $50,000, and when the New 
York Department took over;the com- 
pany, Attorney General Hogan, of that 
state, started proceedings to admin- 
ister that fund. At the time William 
Temple Emmett was New York super- 
intendent and he filed an intervening 
Petition, claiming the deposit should 
come under domiciliary proceedings, 
but the court decided against him, and 
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First British Insurance Office. Established in United States A. D. 1804 


-PHCENIX™ 


ASSURANCE COMPANY L™© OF LONDON 


(ESTABLISHED 1782) 


A Corporation which has stood the test of time! 
139 YEARS of successful business operation. World- 
wide interests. Absolute security. Excellent service 
and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 


PERCIVAL BERESFORD, U. S. Manager 
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$5,000,900 
FIRE—AUTOMOBILE—MARINE 


Brokerage and Service Department 
CHAS. F. ENDERLY, Manager 
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THE 


EQUITABLE LIFE OF IOWA 


Results of 1920 


$254,538,407.00 of Insurance in Force 
$ 62,399,248.00 New Business in 1920 (paid for) 





Sixty-nine per cent of all -business 
written since organization still in force. 





For information address: Home Office, Des Moines 
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J. D. BOOKSTAVER = *' 


TO CANCEL LICENSES 
OF 300 AGENTS 


General Agent of Travelers Shows 
Willingness to Test Sincerity of 
Part-time Resolution 


VIEWS OF OTHER MANAGETS 


They Accept Resolution and Believe It 
Will Be Effective in Curbing 
Part-timism 


Following the passage last week by 
the Life Underwriters’ Association of 
New York of a resolution putting a 
time and number-of-applications limit 
on soliciting agents, with the aim of 
eliminating from the business men and 
women who are not sincerely engaged 
in life insurance or who are merely 
commission grabbers on a very limited 
amount of insurance, Joseph D. Book- 
staver general agent of the Travelers, 
said he would cancel 300 licenses. 
These are of agents of the occasional 
application type. 

“I have my own idea of the practicy 
ability and sincerity of that resolution 
passed by the association,” said Mr 
Bookstaver. “I shall watch attentively 
to note whether the general agents wha 
voted for it will really carry it out in 
letter and spirit. On its face it is a 
step in the right direction. I shall 
walk along with it in the spirit in 
which it reads, and I am showing my 
sincerity by my performance in the 
cancelation of these licenses.” 

Bristol Indifferent 

John I. D. Bristol, manager of the 
Northwestern Mutual, for some years 
l_ading life insurance general agent 
producer in the city, but not a member 
of nor a friend of the life underwriters” 
association, said to The Eastern Under- 
writer, when asked for an opinion of 
the resolution: 


“1 beg to say that I have not heard 
Wha. that assoviacion has done and am 
not in any way irterested in what it 
éces or attempts to do.” 

The other general agents interviewed 
by The Eastern Underwriter said they 
were in accord with the resolution 
Statements by them, solicited by The 
Eastern Underwriter, follow: 

Cc. B. Knight, Union Central 

The ac‘ion of the Life Underwriters’ 
Associa’'ca is, in our opinion, a step 
in the r-zht direction. In Greater New 
York we do not employ representatives: 























THE EASTERN UNDERWRITER 


November 25, 199) 

















The Storp of St. Peter and the Broker 





“One of the fellows was telling me how he tackled a 
well-to-do broker to-day. It seems he called at this bro- 
ker’s office and introduced himself and the broker turned 
around in his seat and gave him Hail Columbia for bother- 
ing him about insurance. The salesman, however, didn’t 
lose his head. Instead he jollied the man along a bit and 
gradually got him into a better humor. Once or twice he 
tried to swing the broker to insurance, but the wise broker 
said, though he would talk, he could not ‘waste’ time over 
insurance. The salesman then said: ‘Will you let me tell 
you a little story?’ and the broker assented. This is the 
story: 

' “A wealthy broker. died, and eventually found himself 
outside the gates of Heaven. St. Peter met him and after 
he heard the name he looked him up in the card index. 
St. Peter said he found many worthy things credited to 
the broker, but he could not let him in. He asked the 
broker if he made a good income. ‘Yes, about $7,000 a 
year,’ replied the broker. ‘Save any money?’ asked St. 
Peter. ‘Well, no. You see, I always believed in living 
pretty well. I believed in enjoying life as I went along.’ 
Then St. Peter said, ‘Did you leave a widow?’ ‘Yes.’ 
‘Leave her taken care of?’ ‘Well,’ said the broker, ‘I’m 
afraid she will have to get some help from her friends. 
You see, I had some stock and it didn’t pan out very well. 
But she’ll get by—she’s got some good friends.’ St. Peter 
mused a minute or two; then he said, ‘Didn’t you ever 
take out any insurance?’ ‘Well—no, I never bothered 
with insurance.’ ‘Do you remember,’ continued St. Peter, 
‘an insurance man who called upon you less than a month 
before you died?’ ‘Now you mention it, I do remember.’ 
‘Do you recall what he told you?’ ‘Yes,’ replied the bro- 
ker, ‘he told me if I paid his company $25 a month they . 
would pay my widow $50 a month in case I died.’ St. 
Peter stroked his whiskers and said, ‘And what did you 
say to him?’ ‘Oh. I got mad and just told him to go to 
——.’ ‘You did, did you? Well, in that case you had bet- 
ter see if you can find him. James, show this man to the 
elevator going down.’ ”—Harold Whitehead in N. Y. Sun. 


The Prudential 
Insurance Company of America 


Incorporated under the laws of the State of New Jers« 
‘Forrest F. Dryden, President 
Home Office, Newark, New Jersey 


Founded by. JOHN F. DRYDEN 
Pioneer of Industrial Insurance in Americu 
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eo 
do not devote their entire time to 

e selling of insurance in some of its 
pranches. Therefore, the elimination 
of part-time men as referred to in the 
resolution, would in no way affect this 





over, it is my contention that we 
nave no right to interfere with the 
method of other large agencies, which, 
in the main, we believe to be commend- 
able and constructive, merely because 
we do not employ those methods our- 
8. 
Sere is no doubt in the world that 
the parasite of the business is the so- 
called one-case man, or the man who 
secures a license to write one or two 
large cases that come to him entirely 
by favor and, in most instances, where 
interest has been created through the 
efforts of a legitimate full-time man. 
It would seem that the present reso- 
jution (if honestly lived up to) and the 
new form of application for license 
should make it difficult for this objec- 
tionable species to survive. 
Personally, I am favorable to the em- 
ployment of part-time men who have 
} an honest intention to give full time 
and energy to the business within a 
reasonable time. 
Perez F. Huff, Travelers 


This resolution is a move in the right 
direction, and I did not hesitate to vote 
in the affirmative. This is a subject 
which has been given a great deal of 
time and attention by a committee 
which was appointed for that purpose. 

It is a difficult task to procure a per- 
fect plan, that is, one which would cover 
the question in such a way as would 
please everybody. While I would have 
preferred a more drastic solution of 
this problem, nevertheless I believe 
we have accomplished something which 
will enable us to treat with this matter 
more successfully. I also think it 
would have been a mistake to have 
defeated the passage of the resolution 
in its present form, because it is far 
better to have something rather than 
nothing. 

The committee, in my opinion, should 
be complimented rather then censured 
for its arduous duties. 

Graham C. Wells, Provident Life 

& Trust 

“You ask for my thought about the 
resolutions of the life underwriters’ 
association in regard to part timers, 
that is, men in the Metropolitan Dis- 
trict engaged in business not related 
to any form of insurance, and who are 
writing insurance on this side without 
any intention of becoming whole time 
insurance men. 

“Tam in accord with the action taken. 
It does not go as far as I, personally, 
should like to see it, but it seems to 
me to be a step in the right direction, 
and honestly intended to abate an evil 
which we all recognizes.’ 

L. A. Cerf, Mutual Benefit 

I was one of the special committee 
Which drafted the resolution with ref- 
erence to part-time agents. It goes 
without saying, therefore, that I ap- 
prove its context and its purpose, which 
is to clarify the situation and to do 
absolute justice to all concerned. As 
I view it, there is nothing in the new 
Tesolution prejudicial to the interests 
of the part-time agent who is perfectly 
honest in his desire ultimately to be- 
come a full-time agent. On the other 
hand, it will give us a measuring rod 
and a test for weeding out the undesir- 
able and the inefficient in a simple and 
expeditious way. 

Julian S. Myrick, Ives & Myrick, 

Mutual Life 

As I was one of the members of the 

Committee that voted for this resolu- 
Iam, naturally, in favor of it. The 
Committes tried to offer a resolution 
“on which ail parties could agree. 
ey took into consideration the fact 
Hat this is a free country and that the 
Superintendent of Insarane has to 
se anyone who is trustworthy and 
tompetent and whom any Company 
8 to recommend for a license. 
We all agreed that the so-called 
imate part-time” man should not 
tolerated, and it was in the hopes 
































INDIANAPOLIS, INDIANA 


American Central Life 


Insurance Company 


Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


that we might lay out some kind of a 
measuring rod that would by degrees, 
if not immediately, work out the entire 
elimination of this character of part- 
time men who for a great many years 
have caused so much criticism and un- 
rest, that the resolution was passed. 

It is the belief of the Committee that 
if General Agents, Managers, etc., hav- 
ing the authority to emplov the agents 
in this territory will honestly live up 
to the resolution which has been 
passed that a great step in the right 
direction will have been accomplished. 

Charles Jerome Edwards, Equitable 

I am of the mind that like the Con- 
stitution of the United States, the res- 
clution passed was a pretty good com- 
promise and will serve the purpose. 

I think that it will keep out of the 
business and out of the commissions 
the so-called “one case” agent who is 
both a nuisance and a menace, whether 
he be a high class lawyer or a low 
class clerk who has no place in life 
insurance; and no worthy general agent 





will accept business from that type of 
man. 

Let us assume that there were 
diverse opinions. on the resolution; 
possibly the more extreme.—that of 
the soliciting agent’ whose attitude 
would seem to be that the chief ques- 
tion at issue was that his commissions 
formed the most important object, 
rather than the service and extension 
of life insurance. 

Of course, there is always some in- 
stance that an agent can point to where 
he has lost a case through unfair com- 
petition; but this example does not 
make a rule. We often find upon 
investigation that his competitor was a 
regular agent, or if it was written by 
a so-called broker it was before the 
complaining agent had ever canvassed 
the case. 

I am distinctly of the opinion that an 
obligation rests upon the institution of 
life insurance to serve the greatest 
number of people through the greatest 
number of legitimate channels of defin- 











New York Life I C 
ew ior € insurance VO. 
(Incorporated under the laws of the State of New York) 

346 & 348 Broadway, New York, N. Y. 
DARWIN P. KINGSLEY, President 
Income, 1920 
I Se es. cnet aeatec cane bee baameieew eae & $142,672,244 
Interest and Rents....... Ma biti aid dhe Raw els Rite walcwains 44,335,004 
SN IN anand ii vod Sieh atone weenie Ferree Pee ne 6,782,885 
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Paid Policy-holders, 1920 
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Reserve for Dividends and Other Purposes...... a tye fhe $125,409,040 
Insurance in Force, January 1, 1921.............e-ee00- $3,537,298,756 
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ite and recognized service. And pre- 
sumably the general underwriter has 
as much right to solicit life insurance 
as the life insurance agent has to solicit 
fire, automobile, accident and ‘other 
lines. 

It is not the obligation of the 
institution of life insurance or the 
underwriters’ association to restrict 
the opportunities of the public for tak- 
ing life insurance to merely those men 
who may be seen by the so-called full 
time agent. 

The records show that many such 
agents do less business than the active 
and well informed “broker’ who ig 
constantly canvassing among his clien- 
tele; and the same is true of a great 
many part-time agents ‘who work 
diligently and intelligently afternoons 
and evenings. 

We are making progress; conditions 
in the life insurance field in New York 
were never happier than today. The 
cessation of rebating, the elimination 
of the twister, the acceptance of the 
association idea by agents generally, 
the spirit of fairness and frankness 
which characterizes dealings between 
managers and companies, and the fact 
that improper competition through un- 
fair comparisons and trying to kill a 
case that has just been examined—all 
of these no longer exist, and are all 
steps in the way of improved service 
and greater satisfaction, and the gen- 
eral acceptance of those principles by 
all agents. 


T. R. Fell, Massachusetts Mutual 

Some hope it is a home run; others 
admit that it is only a bunt to first and 
that it will require some base running 
to get home. 


Those who voted against the resolu- 
tion did so because it did not go far 
enough. Perhaps they didn’t under- 
stand it, and perhaps those who wrote 
it understand what it means and what 
is intended, 


Several suggestions have been made 
to me: One is that the rule should 
apply immediately to all part-time 
agents who have been licensed one, 
two or more years; meaning thereby 
that the part-timer who has been 
licensed two or more years and who 
did not produce at least eight applica- 
tions during 1921 shall not be licensed 
in 1922. Another suggestion is that 
ccmmissions shall not be paid to part- 
timers the first year until five policies 
have been paid for, and no commissions 
the second year until eight policies 
have been paid for. These are merely 
suggestions, but I can almost feel the 
little typists shaking. 

At least the passing of the resolution 
settles one thing: that the agitation 
for some improyement was timely. It 
is an admission that someone has stood 
fos a practice that should be discarded. 

According to the first paragraph no 
member of the association may now 
license anyone “who does not honestly 
intend to engage within two years ex- 
clusively and entirely in the business 
of insurance.” In that connection it 
has been proposed that the association 
offer a prize to the member who can 
guess how many part-timers will be 
licensed for each one who within two 
years becomes a full-time agent. And 
then again they might guess how many 
full-time agents have been killed off by 
the part-timers in the meantime. 

It is still a question which plan ig 
the more constructive. 





PHILLIPS TALKS IN SYRACUSE 


Speaking informally at a luncheon of 
the Life Underwriters’ Association of 
Syracuse, Jesse 8S. Phillips, former 
New York superintendent, congratu- 
lated the agents on their success in 
eliminating unworthy members from 
the organization. He spoke of the work 
toward the elimination of part-time 
agents as a necessary aim, which could 
not be brought about through legisla- 
tion but which will be successfully ac, 
complished if the proper spirit is in 
stilled into the organizations of the 
country. 
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E EXTEND 'to you the compli- 


y ments of the season and announce 





You and ours. Insurance is 


Ay with good wishes Protection for 
‘ «f 


4 now in force on your life with 
4 Lhe Travelers Insurance Company 
Mand a certificate: to that effect 


will soon be placed in your hands. 








they are gone! People prefer insurance, asa 
Christmas gift, Lecause it is lasting. 


, NURKEYS are good; Lut, oh, how quickly 


Votes taken among employees have been strongly 
in favor of insurance. 


Now is the time to sell Christmas Group Insurance. 
Your assured will en,oy giving this beautiful an- 
nouncement to every one in his factory, or in his 
store family on Christmas Eve. This card at the 
left is for those renewing group insurance at Christ- 
mas. Both are furnished by THe TRAVELERS. 


Write for further information 
GROUP DEPARTMENT 


THE TRAVELERS INSURANCE COMPANY 


CONNECTICUT 
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W. L. Crocker President 
Of the John Hancock 


AS BOOK-KEEPER 


BEGAN 
Man of Unusual Ability, Kindly Impul- 
ses, Broad Vision and Keen 

f Understanding 








Walton L. Crocker has been elected 

ident of the John Hancock Mutual 
Life to succeed the late Roland O. 
Lamb. One of the strong figures in life 
jnsurance, combining vision dnd spiritu- 
aliy with a complete grasp of life 
insurance, understanding and being 
joved by a large army of agents, he is 
an ideal man to direct the destinies of 
a company so large, important and 
jotty minded as the John Hancock. 





WALTON L. CROCKER 


Entering the service of the institu ‘ion 
as a. bookkeeping expert, his rise has 
been steady and solid. His popularity 
extending far beyond the borders of 
his own company, news of his election 
resulted in a flood of telegrams and 
let'ers of congratulation, 
Began Work As a Boy 

Mr. Crocker was born “in-.Plymouth, 
N. S., February 8, 1868, and in 1871 
came to Cambridge, Mass., attending 
the public schools for a.short time, and 
as a boy went to work in the office of 
Lyman Mills, wholesale druggists. 
Then he went with the Boston & Al- 
bany Railroad as a clerk and cost 
accountant. 

In March, 1891, the. John Hancock 
was looking for a head bookkeeper. 
Mr, Crocker was favorably known to 
railroad people because of the work he 
was doing there, and he was recom- 
mended to the John Hancock for the 
position, which he wanted because it 
meant advancement and better oppor- 
tunities. 

Four years later, in January, 1895, 
Mr. Crocker was made the assistant 
secretary of the company, and in Janu- 
ary, 1903, secretary. 

Of course, all this time Mr. Crocker 
was making himself more and more 
valuable to the company as an execu- 
tive, and in February, 1912, he was 
elected to the position of. third vice- 
President, in addition to that of secre- 
tary. In February, 1917, Mr, Crocker 
was elected second vice-president, when 
he was relieved of his duties as secre- 


ry. 

Upon the death of Vice-President Ar- 
told A. Rand in February, 1918, Mr. 
Crocker was made the senior vice-presi- 
dent, and his election to the presidency 








ESTATE TAX PAPER 

Gilmer P. Smith, member of the Mem- 
phis, Tenn., Bar, is author of an inter- 
esting paper, “The Doubtful Consti- 
tutionality of the Federal Estate Tax 
om Life Insurance Payable to Specified 
Beneficiaries,” published in the October 
issue of the “American Bar Association 


is a promotion and a recognition of his 
long and able service. 

Mr. Crocker was elected as a direc- 
tor of the company in 1909, succeeding 
William S. Smith, the company’s actu- 
ary, who died that year. 











| Wise, Temperate, Strong 











By D. F. Appel 


Vice-president New England 
Mutual 

“Mr. Crocker has been in the service 
of the John Hancock Mutual Life 
twenty-eight years—first as bookkeeper, 
as head of various departments, later 
as secretary, then vice-president and 
now president. He has an intimate 
acquaintance with the activities of 
every department of the Company’s 
business, both in the Home Office and 


. the. field. 


“Mr. Crocker is a thorough s‘udent 


of life insurance, possessing a whole- 
some knowledge of its principles and 
practice. Moreover, he is a man of 
most pleasing and magnetic person- 
ality, courteous in manner, constant in 
friendship, a reader of fine literature, 
a lover of good music and an enthusi- 


_astic golfer. 


“His temperament is a happy combi- 


‘nation of the progressive and the con- 


servative, controlled by a strong judi- 
cial mind. He has sincerity and fervor, 
convictions, breadth of outlook, sym- 
pathy—a heart clean, wise and tem- 
perate. His observation, courage and 
confidence have enabled him to give a 
service to his Company of large con- 
structive value. 

“Mr. Crocker has earned the recog- 
nition conferred, as it came solely on 


._merit, without the benefit of family 


prestige, the influence of wealth or of 
men of prominence, It is a superb 
iliustration of the democracy of our 
country.” 














American Opportunities 








By W. C. Johnson 


Vice-president Masonic Protective 
Association 


“When we speak of our nation, and 
emphasize the benefits which spring 
from America being a free country, 
wherein every man is the equal of 
ewery other before the law, we some- 
times overlook the freedom of oppor- 
tunity to the individual which this in- 
volves, and the contribution which has 
been made to our natural greatness, 
through every man being able to secure 
his s art and work out his career with- 
out reference to birth or inheritance, 
dependent for his success upon his own 
industry, fidelity and ability. These 
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Disability Benefits, 
Reducing Premiums 
See the new low Rates 
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traits. of human nature are, fortunately, 
at least as apt to be found among those 
who have to start at the bottom before 
school days are over, as among those 
of broader educational opportunities. 

“Never was the opportunity America 
offers to a young man better illustrated 
than in the case of Walton L. Crocker, 
the recently elected president of the 
John Hancock Mutual Life Insurance 
Company of Boston. Born in a little 
hamlet named Plymouth, on the banks 
of the Tusket River, in the Province of 
Nova Scotia, it is doubtful, when his 
parents a few years later brought him 
to Boston to live, whether they even 
grasped the opportunity which would 
exist for their son in a nation built upon 
foundations laid two hundred and fifty 
years before at another Plymouth. 

“To-day this youth, who was brought 
up in a simple home; who left school 
to make his own living at an age, when 
many boys of to-day are still in prepar- 
atory school; who startéd at the very 
bottom of the business ladder, and had 
to depend alone upon industry and 
capacity for advancement, occupies an 
honored place as president of one of 
the leading insurance companies of the 
country, which his energy has helped 
to build up, and which now has an an- 
nual income of more than $50,000,000 
my assets of approximately $250,000,- 
00. 

“It is because America has held out 
such rewards for initiative and self- 
developed ability that so many of its 
institutions have, by the energy of our 
young manhood, grown in size, utility 
and prosperity, beyond those of any 
other country in the world. One can 
direct attention to a career such as 
that of Walton Crocker, with an honest 
pride in one’s country and the oppor- 
tunities it offers for advancement de- 
pendent upon ability rather than on in- 
heritance, and for the quality in -the 
American youth which carries him in 
sO many cases through years of persis- 
tence and capable work to a place of 
prominence and usefulness such as 
should gratify any man’s ambition.” 
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The 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $212,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. The insurance 
effected during the year was 
nearly $43,000,000. The 
amount paid to policyholders 
during the year was over 
$4,196,000. 
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Each of the first. nine 
months of the year 
shows a gain over the 
corresponding month’ 
of 1920, and October 
already shows gains 
over October, 1920. 
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Seventieth 
Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 
: Ane Pittsfield, Mass. 
During this long span of years the Company has maintained a high 
reputation for fair_and honorable dealing with policyholders and agents. 
WILLIAM D. WYMAN,, President : 
WINFIELD 8. WELD, Superintendent of Agencies 
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Chas, M. Keefer’s Story 


EDITOR: & PUBLISHER CONTEST 





Prospect Said He Had No Close Con- 
nections With Exception of 
His Mother 





Charles M. Keefer, Nebraska State 
agent of the Kansas Life, won an hon- 
orable mention in the Editor and Pub- 
lisher clever sales story contest just 
decided. Here’s the story he con- 
tributed: : 


He sat in an office reading, so I 
walked in and soon mentioned the sub- 
ject of life insurance, He said he “had 
no use for it, as he had no one to leave 
it to.” “You are married?” He sarcas- 
tically replied, “Not on your life.” “You 
have brothers and sisters.” “No.” 

. “Father nor mother?” “Oh, yes, I have 
a mother.” “Is she wealthy?” “Oh, no.” 
“Then who supports her?” “I do.” “If 
you were taken away what would be- 
come of her?” “Oh, I suppose the 
county would support her.” I said, 
“Well, guess I will have to move on.” 
He asked, “What is the matter—thought 
you wanted to sell me insurance.” “I 
did, but you are not eligible.” “What is 
wrong with me?” “Well, our company 
requires a physical examination and I 
am afraid you could not even pass the 
mental examination.” And went on 
my way. 

Later passed his place of business. 
He said, “You handed it to me rather 
raw the other day.” I said, “If I stated 
an untruth, what was it? Is not the 
man who says he has no one but a 
mother to leave insurance to a trifle 
weak in the upper story?” 

He grinned the grin every insurance 
man has seen. 

I said: “You go over to the Found- 
ling’s Home, take a newborn babe home 
with you and nurse it, care for it in 
every way which a loving mother will 
do; when that child is grown how much 
will you have earned? Would you 
have earned the measly sum of five 
thousand dollars? If you were to buy 
that amount to-day you would be paying 
her just that much.” 


The grin left his face and he was 
more serious. 

“Your mother went down into the 
shadow of the valley of death; she sat 
up nights and watched you during sick- 
ness; she kept you sweet and clean 
during your years of infancy, and you 
have the nerve to say that you have 
no one to leave it to; that if you were 
taken away the county would support 
her. A beautiful tribute to your mother. 
There is no crime so great as the lack 
of appreciation and you express a will- 
aweness to let your mother go to the 
poorhouse if you were to be taken away. 
What a beautiful monument of love you 
are erecting to be looked upon by the 
world whenever they see the possible 
condition, through the lack of this little 
piece of forethought on your part. If 
you bought $50,000 you would not be 
giving her one cent more than she has 
earned.” 


He said, “I am thirty-one. What is 
my rate?” And he purchased $3,000. 
Later I met his mother and found her 
to be the same sweet and dear old soul 
that all mothers are. Afterward he 
said: “I want to apologize to you for 
speaking of my mother as I did when 
you first came. I was only joking; no 
one ever presented the matter to me in 
that light before, and I want to thank 
you for sticking to me until I was con- 
vinced.” 





CLEVELAND OPPOSITION 


The latest underwriters’ association 
to declare war on invasion of the life 
insurance selling field by banks and 
trust companies is the Cleveland Life 
Underwriters Association. The partic- 
ular phase of this fighting is the com- 
bining of life insurance with bank 
savings accounts. 


Connecticut General 
Strong on Circularizing 


VIEW OF DAILY PAPER ADS 





Shouldn’t Be Used By Agents Except 
in Connection With Literature 
It Advises 





The Connecticut General does not 
recommend newspaper advertising for 
agents. When used it should be tied up 
to circularization. 

Take part of the tangible profits of 
circularizing to pay for the intangible 
but not less valuable results of news- 
paper advertising. Circularizing can 
well afford to be charged with the cost 
of newspaper advertising because the 
latter will increase both the number of 
leads secured and the percentage of 
leads closed. 


Suppose an agent circularizes 100 
hames a month—1,200 a year. Our rec- 
ords show that from the start the aver- 
age list of 100 names has brought $55 
in commissions. The cost to the agent 
is $3. Profit $52 on each 100 names, $624 
on 1,200 names—one year’s campaign. 

The average cost of newspaper space 
is $.07 per inch for each 1,000 circula- 
tion. In a newspaper of 10,000 circula- 
tion, space will cost $.70 an inch. It 
will cost $3.50 to run one of our five-inch 
cartoon advertisements once, $182 once 
a week for a year. 


“If the agent has circularized 1,200 
names, he has $624 with which to pay 
the bill,” says the company. “This is 
counting upon only direct returns from 
circularizing when not supported by 
newspaper advertising. Profits from 
circularizing only 350 names will pay 
for one five-inch advertisement once a 
week for a year in a newspaper with a 
circulation of 10,000. 

“This estimate is all based on average 
results of circularizing, including the 
experience of agents who have not 
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learned to use the service economically. 
We do not attempt to estimate the value 
of the newspaper advertising. 

“Mr. Kent, of Rutland, a recent visi- 
tor at the home office, gave us an illus- 
tration of how the newspaper advertis- 
ing supports the circularizing. 

“Following up an inquiry due to cir- 
cularizing from a farmer living way out 
into the country who had never before 
heard of Mr. Kent or the company, he 
secured an application, but when he 
tried to deliver it he found the man had 
come to the conclusion that it was not 
safe to take a policy from a company 
he had never heard of.” 

Mr. Kent picked up a copy of the 
local Farm Bureau paper lying on the 
table and turned to his advertisement. 

“Do you know. the publishers of this 
paper?” he asked. 

“Yes,” answered the farmer. 

“Do you think they would allow us 
to advertise in the paper if we weren’t 
all right?” 

That satisfied the farmer’s doubts. 





THAT COLLINS SERVICE PLEASES 





Oklahoma City. 


Issue $500,000 of 8% 


the country. 


IS proved conclusively by the fact that increased 
sales to insurance companies has made it necessary to 


Erect a Modern Fire-proof Home Office Building in 


Increase our Sales Office in Chicago and occupy quarters at 
205 North Michigan Avenue. > 


Accumulative Preferred Stock, 
which becomes a first lien on the entire assets of the com- 
pany. This preferred stock participates equally with com- 
mon stockholders on all dividends paid in excess of 8% 
and may be retired at the end of three years at 104. 


Establish a Special Service Department for insurance 
clients, to co-operate with them in their work throughou 


Thirty-seven years without a dollar loss to any 
investor, or without anyone taking title to any loan 
sold them, commends this company to you. 





SALES OFFICE: 
205 N. Michigan Ave. 
Chicago 





THE F. B. COLLINS INVESTMENT COMPANY 


(Members Farm Mortgage Bankers Association of America) 


1921” 
The Largest Volume of Business in Its 37 Years 


HOME OFFICE: 
Oklahoma City ~ 
Okla. 





ee 


IMPORTANT RESEARCH 





Life Presidents to Hear. Valuable Com. 
pilations on Health, Wealth 
and National Needs 





Valuable and original statistics along 
four separate lines of investigation wil] 
be presented to the convention of the 
Life Presidents next month. 

One compilation will relate to the 
condition of national thrift as expressed 
in the amount of new life insurance 
being taken out by the American people 
this 


year. Its result will reveal 
whether the financial stringency of 1921 
has caused any widespread diminution 
in the demand for new life insurance 
protection. 
A second compilation will be a 


composite of the experience of the 
companies as to demands for temporary 
financial assistance provided for policy- 
holders by the loan clauses in their 
contracts. Borrowing by life insur- 
ance policyholders reached record low 
marks in 1919 and 1920. It is already 
known from individual company exper- 
ience that such borrowings are now on 
the up-grade, but the extent of such 
increase in 1921 will not be disclosed 


until the statistics are all in and have 
been compiled. 
A third line of statistical inquiry 


involves a ten-year trend of life insur- 
ance trust fund investments, partic- 
ularly with regard to their contribution 
to national development. 

The fourth tabulation, it is believed, 
will afford a novel barometer of the up- 
to-date state of the nation’s physical 
health. 

The program as previously announced 
has been completed by the addition of 
the following named speakers: Rev. 
Canon Cody, D. D. LL. D. of Toronto, a 
noted Canadian divine; Dean Andrew 
F. West of the Graduate College of 


Princeton and President John M. Hol- 
combe of the Phoenix Mutual Life 
Insurance Company of Hartford. Ow- 


‘ing to a necessary business trip out of 
New York State at the time of the 
convention, Governor Miller New 
York State will not be able to carry 
out his original acceptance of tlie invi- 
tation to take part in the procee lings. 











CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 
Insurance Comp2ity 


PORTLAND, MAINE 
Address: 
ALBERT E. AWDE, Supt. of Agencies 
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Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 





therein all hope for America lies.” 


the provision for his own old age. 


Vice-President Coolidge says: “Look well then to the hearthstone; 


The man who is looking well to his hearthstone is very apt to take 
out an endowment policy. It will carry out his purposes for his home 
if he dies, and it will also keep the fire on his hearth in his own old age. 

And it is an unselfish policy, for it does not shift upon his children 





Fourth and Chestnut Streets, Philadelphia, Pa. 








LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies, 
Advice on any matter relating to Life Insurance is Available at any 
time through the Agencies or Home Office of this Company. 
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Combining Life Insurance 
With Savings Bank Accounts 





By A. T. MACLEAN, Massachusetts Mutual 








Paper read to American Institute of Actuaries, Chicago 











During the past year the plan of 
combining a savings account with a 
jife insurance policy has been very 
much to the fore and a considerable 
number of such arrangements have 
peen effected by various life insurance 
companies and banking institutions 
throughout the country. 

Briefly stated, the plan provides for 
a fixed monthly deposit with the bank 
for a period of ten years. This deposit 
includes the premium for a certain 
amount of insurance and generally for 
a certain amount of disability pro- 
tection. The amount of the deposit 
is so calculated that the accumulated 
deposits, together with the cash sur- 
render value of the life insurance 
policy, shall amount to, say, $1,000 at 
the end of ten yeafs. If the insured 
should die before the end of that 
period, the insurance policy will provide 
his estate with one thousand dollars 
of life insurance to which will be added 
the accumulations of the savings part 
of his deposit. If he should become 
disabled he may receive a monthly 
income from his insurance policy, dis- 
continue the payment of his premiums 
and withdraw the balance to the credit 
of his savings account. 

Applications are obtained for this 
insur2nce-savings by means of direct 
solicitation and as a result of advertis- 
ing. So far the advertising has ap- 
peared to be unusually successful, a 
very large number of requests for 
further information having béen made 
by correspondence. 

The individual signs an application for 
a savings and insurance accoun'; he is 
then examined by the life insurance 
company in the usual way and if he 
qualifies for the insurance a policy is 
issued which is immediately assigned 
to the bank. The bank then issues its 
own certificate, a document outlining 
the conditions of the plan and the prin- 
cipal benefits of the life insurance 





policy. The policyholder further re- 
ceives a passbook in which the deposits 
are entered. When the applicant has 
been approved by the life company and 
the first deposit is made, the contract 
is in full force. 


Assuming for the moment that it has 
been decided to embark on such a 
scheme, the first step necessary is to 
outline a general plan upon which such 
business will be written, because it is 
desirable tc make the operation of the 
plan as simple as possible and to have 
as few exceptional cases as are con- 
sistent with practical consideration. 


Stability of Associated Bank 


The first and most important consideration 
for the Life company is the banking institution 
with which it is proposed to associate. It is, of 
course, of the greatest importance that the bank 
should be of the highest standing in its com- 
munity and of such strength that the element 
of failure is eliminated as far as such element 
can be. The bank should also be in a position 
to handle the volume of business confidently 
hoped for by the company’s local manager. It 
is, of course, a fact that even the failure of a 
bank would not affect the validity or perform- 
ance of the life insurance part of the contract, 
so that even such an event would not cause 
any direct embarrassment to the Life company. 
It is obvious, however, that the failure of one 
of two institutions allied in the minds of the 
public could not fail to be, to some degree at 
least, a bad advertisement for the other institu- 
tion, so that the greatest care must be exercised 
at this point. 


No rule can be given for securing beyond all 
question the solvency of any bank, or of any 
other institution for that matter, and the problem 
thus resolves itself into one of personal judg- 


ment. 

The difficulty is further complicated by the 
fact that in practice it will be found that it is 
the newer and smaller banks that are more read- 
ily interested in this scheme. The older banks, 
having already accumulated considerable, savings 
deposit accounts and having a large clientele, 
are not so ready to make the necessary expendi- 
ture to secure the additional business. t 

The success of the plan absolutely requires 
aggressive selling and continued pushing and 
the bank of more recent — is generally apt 
to be more aggressive than the older institution. 
We have thus the condition that the better 
selling agency is the less desirable from the com- 

any’s point of view. This insurance, just as 
any other insurance, has to be sold and if a 
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the years to come. 





For Over Seventy Years 


| On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has-been to furnish the best 
possible life insurance protection at the lowest possible net cost. That 
it has succeeded is shown by the enviable reputation which the Company 
enjoys among those who buy insurance and among those who sell it. 
Efficient service and a square deal for everyone have been its watch- 
words for over Seventy Years. They will be its watchwords throughout 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 
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steady sales campaign is not maintained, busi- 
ness will not come in any more than it would 
through the regular life insurance channels if we 
did. away with our agency forces. 

Such considerations, apart from others, make 
the question of the bank itself by no means an 
easy one. The question requires individual con- 
sideration in each case and nothing further 
need be said on this point. 


Increased Volume of New Business 


Again, if the savings-insurance plan is going 
to be a success, and presumably it is not worth 
going into the business if the plan is not going 
to be a success, then we must assume to receive 
a large volume of business from this source. 
During the past two years, the problem of the 
average life insurance company has not been to 
get business but rather how to digest the large 
volume being written through the regular chan- 
nels. If that condition is going to continue in 
the future or if the average company production 
is going to be on a permanently higher scale, 
then the question of how far this business will 
interfere with the company’s ability to accept 
its regular writings must also be taken into ac- 
count. This is of especial importance to com- 
panies valuing on the full level premium reserve 
plan but is of almost equal importance to com- 
panies having a modified reserve during the early 
years. 

The company with which I am connected, in 
considering the adoption of this plan, decided 
that in any event we would limit the business 
to one bank in each agency, leaving it to the 
general agent to decide on the particular bank, 
subject of course to the approval of the Com- 
pany. 

This limitation is further necessitated by the 
fact that no bank would care to pad | the 
necessary amount in advertising, etc., if it did 
not secure more or less of a monopoly‘of the 
contract in its own locality. 


Plan of Insurance 


The plan upon which the insurance should 
be written presents further problems. At the 
inception of the scheme the insurance was gen- 
erally written on the term plan with the idea 
of providing insurance at supposedly minimum 
rates. It is my opinion, however, that the ordi- 
nary life policy is a betéer practical solution of 
the problem. It is true that the initial cost 
under the ordinary life plan is slightly higher 
but when reduced to a monthly basis this dif- 
ference is, in amount at least, small and can 
readily be overcome as far as the selling end of 
the scheme is concerned. 

It seems to me that by providing insurance on 
the term plan the bank will be faced with some 
of the difficulties that the life insurance com- 
panies have faced in connection with the sale 
of term insurance. For example, at the end of 
the ten-year period, the depositor is very apt to 
ask the bank what has happened to the pre- 
miums he has paid for the insurance and al- 
though he has received full value for every 
penny spent under the term plan, there will 
unquestionably be many individuals who will 
feel dissatisfied with the fact that their pre- 
miums have all been. absorbed in covering the 
risk and that there is no equity left. 

Where the insurance is on the life 
policyholder has available at the en 


lan, the 
of ten 


years the cash value as well as the option to 
continue the life policy at the original age rate 
and in general the bank has something to show 
him for what he has paid for his insurance. 
If he surrenders the policy, the net cost of the 

insurance during the period will, in practically 





every case, be lower than under the term plan, 
assuming any reasonable rate of interest. 

It is true that in some cases the option of 
conversion would be available under the term 
policy but a new contract would be issued only 
at the premium for his advanced age or by pay- 
ment of a considerable amount on account of 
back premiums. These options are, however, not 
generally available oareng. the entire period 
under the usual Ten-Year Term policy. In any 
event, I do not believe that this option is as 
satisfactory as the options available under the 
ordinary life contract. 


The Better Seller 

Further, as between the two contracts, that 
which will be more readily sold is naturally the 
contract to be chosen by the bank and it is my 
opinion at least that the ordinary life plan 
should be a materially better seller than the plan 
covered by term insurance. Nothing can be 
sold in any large volume if the sale is not 
made profitable to the selling agent. Now, the 
Company can afford to pay considerably larger 
commissions for an ordinary life policy than 
for a term contract so that with the same 
amount of ener; the solicitor can make more 
money selling the ordinary life contract than 
he would in the other case. The difference 
in cost to the prospect is, in any event, small 
and I do not believe that a slight difference 
in initial cost would make a material difference 
in the amount of the total sales. 

In the usual case, the bank is spending a 
considerable amount of money on ae 
etc., and naturally will adopt the plan that will 
produce the maximum results for the outlay 
involved. It has been found by experience that 
this point, with reference to the kind of in- 
surance, appeals strongly to the banker and he 
is the first person to whom the plan has to 
sold. 

Practical considerations make it desirable to 
sell the insurance on one plan w and, in 
any event, the relative returns at the end of 
ten years per dollar of deposit are about the 
same whatever plan is adopted. The Company 
with which I am connected issues this imsur- 
ance on the Ordinary Life plan with. full :disa- 
bility benefits. No one can receive a policy 
under the plan unless he or she can qualify 
for full disability benefits. 


The Sales Force 

One of the most difficult problems under the 
scheme arises in connection with the constitu- 
tion of the selling force. In some cases the 
employees of the bank are encouraged to sell 
these savings accounts in their spare time. 
Prizes are given for their work in this connec- 
tion and in one particular case teanis have 
been organized and the bank in question has 
made strenuous efforts to encourage the em- 
ployees. The other plan is to limit the sales 
force to the staff of the agency of the insurance 
company and to allow no one but company repre- 
sentatives to sell the contracts. 

When a bank has invested considerable money 
in initial expenses and advertising, they natur- 
ally desire to get as much business as possible 
for their investment and in most cases they are 
anxious to have as many people selling the plan 
as possible. 

On the other hand, certain banks have them- 
selves raised the question of the desirability of 
a bank or any of its employees, benefiting in 
any way from the sale of the insurance part of 
these savings contracts and in such cases, of 
course, the sales force would be limited to the 


(Continued on page 31) 
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Colorado Department 
“SOME KIND WORDS FOR WILSON 





‘And Some Harsh Words for the Gov- 
ernor Spoken By Editor Cyrus 
King Drew 





Cyrus King Drew, editor of the “In- 
surance Report” ot Denver, took his 
pen in his hand this week and wrote 
some caustic things about political 
domination of insurance supervision in 
that state where the Governor has 
threatened to arrest members of lite 
underwriters’ associations if they do 
not keep “hands oft” the Department 
in its treatment of the Mountain 
States Life, a pet of the Governor. Let 
-Mr. Drew do the speaking: 

“It may be regretted that I am forced 
‘to hold up this great state of Colorado 
as a laughing stock to the rest of the 
-country, J should not feel so badly if 
that were all, but there is much more 
and worse. Not only is it necessary to 
hold the state up to the nation as a 
laughing stock, but the facts, regret- 
ably stamp it as a shameful example of 
political manipulation tor private pur- 
poses, of wrongful influences in high 
places, of perverted principles, of deli- 
berate frame-ups, of trantic Uesigns, all 
to further a fight against the Honorable 
Earl Wilson, Commissioner of Insurance 
ef our state. 

“Readers who want to know the 
truth of this situation will have to be 
content with the brief outline I have 
attempted to incorporate in this num- 
ber. The many ramifications in all its 
political and Masonic significance, 1 
shall not attempt to touch on. It has 
degenerated into a nasty political fight 
that jeopardizes the edifice of insur- 
ance and honest supervision of it. All 
that insurance men are primarily con- 
cerned with are the facts regarding 
Wilson’s position, what kind of man is 
now attempting to supplant him, what 
are the workings of. the. so-called civil 
service act of the state, and kindred 
subjects: bearing directly on the con- 
spiracy to get Wilson out of the way 
and ‘a more friendly man in office in 
behalf of the Mountain States Life In- 
surance Company. 

Civil Service 

“The ludicrous thing about this whole 
situation is the part being played. by 
the so-called civil service law and its 
‘three commissioned functionaries. All 
America is interested in the theory up- 
on which the true basis of civil service 
selection.of public officials is based. | 
cannot conceive of a greater travesty 
than to try to apply to the position of 
Insurance Commissioner the theories 
and petty policies of civil service selec- 
tion. It was supposed Fy the originators 
of. the civil service system that it 
would eliminate the political boss and 
protect the meritorious in office. In 
the story of our Colorado civil service 
law and what has happened in the com- 
mission with respect to the fight over 
the insurance commissionership, it will 
be found that not only is it possible 
under this much vaunted and over- 
praised system for politicians to get in 
their deadly work, but the system has 
the added curse of fooling the people by 
‘enabling crooked politics to attempt to 
iget rid of honest officials who are 























Security Mutual Agents are successful 
WHY? 


The reasons are many 
First —Our rates are right 
Second—Our policies are attractive 
Third —Our Company is. reliable 
Fourth—Our agents have our co-operation 
We can give good men good territory 
If you are interested, address 
C. Jackson, Supt. of Agencies | 


H. 
SECURITY MUTUAL LIFE INSURANCE COMPANY 


/ |. BINGHAMTON, N. Y. 


ing for the good of the service. 

“How many practical insurance men 
could qualify in an examination for the 
job of insurance commissioner? I could 
frame twenty ordinary questions that 
would eliminate ninety-five per cent of 
the brainiest men of the business who 
have for. years been successfully en- 
gaged in insurance. These same twen- 
ty questions would be as pie to any 19- 
year-old high school girl or boy. Ep- 
steen, a college professor, scored the 
highest marks in the only examination 
for Colorado commissioner which our 
distinguished civil service commission 
has held. I| blush to think of the record 
of his administration. 

“It is all so farcical to pretend that 
because a man might be able to tell 
the difference between a three and a 
four per cent reserve basis that he 
thereby proves himself more competent 
to be insurance commissioner than any 
others. That specific sort of knowledge 
belongs with the actuaries and 
similar specialists. I’ve seen them 
come and go for thirty-five years, 
these commissioners, and I believe 
I know somewhat of the requirements 
for the job. Some of the worst 
types I ever saw were those that 
had a smattering of insurance knowl- 
edge, either theoretical or practical. 
The best have been those ignorant of 
insurance, with previous business train- 
ing sufficient to equip them with the 
essentials of good horse-sense and or- 
dinary business judgment in handling 
the affairs of their office. 

The New Commissioner 


“IT have always dreaded the coming 
into office of an insurance man as Col- 
orado’s Commissioner of Insurance. If 
the present fight against Wilson tri- 
umphs we shall have such a commis- 
sioner. I have known Jackson Coch- 
rane for nearly twenty years. What- 
ever favorable I have known of him I 
am compelled to discard when con- 
fronted with the unanswerable con- 
clusion that he is permitt'ng himself to 
be made « tool of by designing politi- 
cians and life insurance promoters. He 
will go into office as the hand-picked 
selection of the Mountain States Life 
crowd, the special pet and protege of 
Governor Shoup, a heavy stockholder 
in that company, who went out of his 
way and by devious and questionable 
methods sought to put him across as 
head of the ineurance department 
regardjess of law or decency. Like 
Wilson, he is a ‘provisional appointee,’ 
no examination having been held by our 
notorious burlesque civil service com- 
mission, as required of them by law, to 
properly fill the job of Commissioner 
of Insurance. 

“Cochrane is a brilliant exponent of 
the quirks and shadings of language in 


life insurance policies; that is his spec- 


ialty and I am compelled to concede 
him a certain competency regarding 
actuarial fancies. By the same token, I 
know him to be a pronounced cranh. 
Aside from the tag he wears, which is 
enough to damn him and blight all 
honest impulses, the fact remains that 
this type of man usually makes a bungie 
of the job of insurance commissioner. 
If he is jimmied into the job it will be 
the greatest blow ever dealt the prin- 
ciple of,insurance supervision in this 
country and honest folk may well 
pause and reflect wpon the upset of 
things moral and sane responsible for 
so deplorable a condition of affairs.” 





















Gee With Ohio Statutes 
SO RULES DEPARTMENT HEAD 


Denies Application for Admittance To 
State of Certain Forms; Text 
of Ruling 





Superintendent Gearheart, of Ohio, 
has just handed down an exhaustive 
opinion and ruling denying: an appli- 
cation for the admission in Ohio of 
certain forms of life insurance policies 
containing incontestability clauses de- 
pendent on the policy’s having been 
in force during the lifetime of the in- 
sured for a period of one or two years 
from its date of issue. The denial is 
on the ground that the incontestability 
clauses differ from those required by 
the Ohio statutes. “It may be that 
the incontestable clauses submitted 
should be adopted in the stead of those 
required by our own statutes,” says 
Judge Gearheart in summing up, “but 
that is a question for the legislature 
and not for this department,” 


After reciting that certain life in- 
surance companies of New York, Penn- 
sylvania, Illinois and Connecticut had 
submitted to the department policy 
forms containing incontestability elaus- 
es differing from those required under 
Ohio statutes, the opinion proceeds to 
analyze the laws as follows: 


“The Ohio statutes regulating standard forms 
and provisions make the general requirements 
that all legal reserve life policies shall contain 
a statement that they shall be incontestable after 
two years from date except fer non-payment 
of premiums and for the violation of conditions 
relating to naval and military service in time 
of war. G. C. Sec. 9412, 9420. 

The Illinois statutes contain ractically the 
same provisions and the court of that state in 
Ramsey vs. The Old Colony Life Insurance 
Company, 131 N. E. 108, held that a defense 
of misrepresentation was cut off at the end of 
the two year limitation although the policy- 
holder died prior to that time. In view of this 
decision the legislatures of a few states amended 
the incontestable provisions of their statutes so 
as to require the policyholder to be in life 
for a year or two. If the decision is sound this 
change was unfavorable to the policyholder. If 
it is not, there would be no occasion to change 
the policy form on file with this department. 

“Section 9410 of the General Code is as fol- 

lows: ‘No policy of life insurance~ shall be 
issued or delivered in this state and no policy 
of life insurance of a life insurance company 
organized under the laws of this state shall be 
issued unless authorized by the provisions of this 
chapter.’ 
) “Section 9411 G. C. contains this language: 
The forms prescribed by the next following six 
Sections are established as standard forms in 
which policies of life insurance may be issued 
and delivered in this state, and in which policies 
of life insurance of life insurance companies or- 
ganized under the laws of this state may be 
issued.’ 

“The policies submitted contain provisions 
making their effect depend on delivery to the 
insured. .They are therefore Ohio contracts. 


Considered as Issued in Ohio 


“Section 9424 contains certain exceptions to 
be considered here: ‘The policies of a life in- 
surance company, not organized under the laws 
of this state, may contain any provision which 
the law of the state, territory, district or county 
under which the ocmpany is organized prescribes 
shall be in such policies when issued in this 
state, and the policies of a life insurance com- 
pany organized under the laws of this state may, 
when issued or delivered in any cther state, 
territory, district or country, contain any pro- 
vision required by the laws of the state, terri- 
tory, district or country in which the same are 
issued, anything in this chapter to the con- 
ae | notwithstanding.’ 

. “By the clear weight of authority these poli- 
cies must be considered as issued in Ohio. The 
term ‘issued’ as used in Section 9424 includes 
‘delivery.’ 

“If ‘issued’ does not include delivery, then 


‘issued’ in the state. Policies 

“Is Section 9424 to be construed ag jg ; 
read ‘the policies of a life insurance company 
® * may contain when issued in this ae 
any provision which the law of the stat. * + 3 
under which the company is_ organized Pte 


scribes shall be in such policies? [ do het 
think so. I think that the section prope, 
interpreted requires that the laws of « foreiss 
state shall not only prescribe provisions re 
shall declare that the latter shall be jn the 
policies. when issued in Ohio by language suf. 
ficiently broad—not necessarily by retcrence to 


any particular state. 
“Statutes of New York, Pennsylvania and 
Illinois permit policies issued in another stat 
by their local companies to contain any i 
visions required by the laws of such state. 
“There seems to be nothing in the laws of 
Connecticut regulating the forms of po! 


t LICLES jg. 
sued outside the state. =e 


“Therefore I do not think that it may be 
said that the laws of any of those states have 
gone so far as to require their companics to yse 
this incontestable clause in other _ states 
Whether this could be done or not is not here 
for consideration. 

“The statutes such as we have to consider 
regulating the forms for insurance policies are 
not presumed to have extra-territorial effect 
That an act of a legislature is intended to 
operate must clearly appear from its lanzuage— 
a gag Life Insurance Co. vs. Cohn, 179 U, §, 

“The laws of a state which become a part of 


its charter follow it into another state: those 
which regulate its manner of doing business or 
not.—Washington Alaska Bank vs. Dexter Na. 
tional Bank, 262 Fed. 304. 

“Statutes regulating the forms of insurance 


contracts are primarily for the benefit of those 
who deal with the companies. It would seem 
that the determination of those regulations 
should be left to the legislature of the states 
in which the policies are delivered, since it js 
the citizens of these states whose rights are 
affected. 

“The purpose of provisions such as those con- 
tained in Section 9424 G. C. is to prevent a 
situation where a company could not write insur- 


ance because the laws of its home state con- 
tained a requirement applicable to its policies in 
another state, inconsistent with standard forms 
and provisions of the letter. Such is not the 
case here, because the laws of these foreign 
states permit companies in Ohio to follow the 
requirements of the Ohio law. 

“It have referred to the wording of Section 
9424. My view is that the expression ‘when is- 
sued in this state’ modifies ‘shall be’ rather 
than ‘may contain.’ It is placed near the 
former, not being separated from it in any way. 
In the Statutes of some of the other states simi- 


lar to this section, the phrase follows ‘may 
contain.” To hold that this section must be so 
read would be to disregard the position of the 


expression and pass over the nearer verb. 
Judicial Question 


“‘As I have said, the construction which I have 


adopted leaves the determination of the form 
of the policy to the legislative authority of the 
state in which the insured lives, and in no way 
makes it impessible for a company to write 


where the laws of its own state permit it to 
follow the other forms prescribed. There is no 
reason apparent to. me which would justify me 
in permitting to be filed-a policy less favorable 
to the policyholder than the form prescribed by 
our cwn laws. The question is a close one, and 
BR be glad to see a judicial determination 
of it. 


“In another chapter of our laws is Section 
9382, which declares that ‘After having received 
three annual premiums of a policy issued on 
the life of, any person in this state, all compa- 


nies are eStopped from defending on any other 


ground. than fraud against any claim arising 
upon such policy by reason of errors, omissions 
or misstatements of the assured in an applica- 


tion ‘made by him on which the policy was is- 
sued, except as to age. 


“This section. may have been partially re- 
pealed by implicatiéy; but it seems that the in- 
contestable provision in the policies under con- 
sideration might be in conflict with it. If the 
insured did not live one or two years from the 


date of the policy as required by the latter, 
there would seem to be no time limitation on 
the company’s right to contest policies except the 
general statutes of limitations. If there were an 
omission or misstatement not fraudulent but 


which would constitute a defense at common 
law, the language of these incontestable clauses 
as submitted would permit a contest of the poli- 
cies even after the three annual premiums would 
have been received. 

“It may be that the incontestable clauses sub- 
mitted should be adopted in the stead oi those 
required by our own statutes, but that is 4 

uestion for the legislature and not for this 
> ota ray The order is that the applications 


to file these policies be denied. 





esta of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 
Life Insurance Company 
OF PHILADELPHIA 
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Up From Bakeshop To 
The Insurance Elect 


ANGSTREICH MEETS SUCCESS 


His Talk Feature of Bookstaver Edu- 
cational Meeting Held at Press 
Club in New York City 





For seventeen years Mayer Ang: 
streich worked in a bakery on the 
Bast Side of lower New York and it 
was a basement bakery at that. He 
was always ambitiously anxious to get 
a jo) on the street in the sunlight. 
His hours were long, the work was hard, 
put Mayer kept cheerful through it all. 
Although he worked under ground he 
managed to meet many people as he 
belonged to a lodge; nor was it strange 
that one of them should be a life insur- 
ance man who told him all about the 
wonders and glories of his calling. So 
as he kneaded his dough and rolled 
puns and biscuits Mayer thought he 
would like to be a life insurance man 
too because even if he failed he would 
be making a step up in the world—a 
flight of them at least. 

Then he heard about a company 
called the Travelers and about a man 
named Joe Bookstaver who was a gen- 
eral agent and to him one day he went 
and recited his ambitions. Mr. Book- 
staver sold him the life insurance idea 
and gave him a rate book. That was 
the start of Mayer Angstreich who to- 
day is a million-dollar writer. 

Joseph D. Books‘aver called to 
order at the Press Club a few days 
d4go the first of a series of meet- 
ings he is to have. Mayer Angstreich 
appeared before the crowd and made 
the first speech that he had ever de- 
livered in his life. Standing six feet 
iall, weighing more than 200 pounds, 
with confidence stamped all over him, 
and yet a little embarrassed, he told 
his experiences and certainly no grad- 
uate of Harvard who has been in the 
insurance business for a number of 
years could have made a more effective 
talk because he hit the insurance funda- 
mentals on all six cylinders. He just 
grasped them intuitively. 

Probably the knowledge of Mayer's 
trip to Europe some time ago which 
made him a famous figure on the East 
Side had something to do with the 
friendly reception which he received. 
It will be recalled, that he inserted an 
announcement in the daily papers that 
he was going to Europe and would de- 
liver messages there for New York peo- 
ple on the East Side who wanted to 
reach their relatives from whom they 
had not heard since the war. It was 
not an easy mission but he accom- 
plished it, winning the gratitude of a 
large number of people. 

He told the Bookstaver Agency of his 
first days in the business... Six men 
were approached, each one of whom 
presented the following quizzical query: 
“The Travelers? What is it? Why 
should I insure in the Travelers? I 
don’t intend to travel.” - This question 
seemed reasonable enough to Mayer so 
he went down and saw General Agent 
Bookstaver and put the ‘question to 
him. For answer Mr. Bookstaver 
Teached up on his desk, took down a 
copy of the New York Insurance De- 
Partment’s annual Green Book ani 
showed him the financial story of the 
Travelers. Mayer’s eyes grew large as 
he looked at the figures. 

“Show this to your friends,” said 
Bookstaver; which he did. The ques- 
tion was answered very satisfactorily 
after thats 

Mayer said that he had never writ- 
ten a very large policy in his life, his 
million dollars of business being largely 
small policies. True, he did once write 
@ $50,000 application but before the 
Dolicv was. delivered it was changed to 
$25,000. He would just as soon start 
on a job and stick to one family, his 


theory being that insurance is a chain. 
Families are large on the East S.de and 
if you get in right with one of them 
there is no limit to the number of 
policies you can write. If the people 
in the congested district had as much 
money as they have relatives, the 
amount of insurance written would be 
immense. Agents would be riding in 
Rolls Royces. 

The speaker said he never called on 
@ man or on a family he did not know 
either personally or through some satis- 
factory introduction. He found that 
the best selling point he had was the 
experiences of the company with its 
clients. All he needed to work on was 
the knowledge of some family which 
had had something to do with the claim 
end of the Travelers and it was easy 
sailing. He believes that all Shakes- 
peare says about the value of a good 
name is true. Smart practices do not 
pay in the insurance business; square 
dealing does. If an agent gets a repu- 
tation of being a trickster in the sec- 
tion of the city in which Mr. Angstreich 
works, he won't progress very far. 
There was more talk along the same 
line; all good common sense; and so it 
was that Mayer made good in his first 
speech. 

A leader in the agency, A. Alexander, 
of Alexander & Mendoza, who has been 
in the insurance business since he was 
thirteen years old, also made an inter- 
esting talk. Many times he has run 
across the man who wanted to consult 
with his wife and his best answer to 
that is this: “You don’t consult your 
wife when you buy a ticket for the ball 
game, for the theatre or pay poker 
losses. So if you don’t ask your wife 
when spending money. why should you 
ask her when you intend to save 
money?” 

E. J. Sisley, general agent of the 
Travelers, made a good talk in which 
he stressed the possibilities of business 
insurance. He quoted Percy Baldwin 
as saving that the surface of business 
insurance has not been scratched. 


The agents had the opportunity of 
looking over the first number of the 
“Club Record,” a new publication of 
the Bookstaver Agency, full of selling 
talks and suggestions. A number of 
the other agents made speeches. E. 
Klein was in the chair. The Book- 
staver Agency last year led all the 
Travelers’ agencies. They are going to 
make another corking good record this 
year. 





ANNUITANTS “NEVER DIE.” 


There is a proverb in life insurance 
that annuitants never die. The Trav- 
elers calls attention to this, but calls it 
“an exaggeration of the actual experi- 
ence that the average annuitants live 
longer than the average person. 

The best policy to sell a man thirty 
years of age with a wife and two chil- 
dren depending upon him for support is 
a monthly income, says J. S. Baldwin, 
Federal Life, Texas. 





A SUB-STANDARD QUERY 


“A policy is issued to a sub-standard 
risk providing for an extra premium. 
If dividends are utilized to purchase in- 
creased insurance will such additions be 
purchased at net rates?” asks a Phoenix 
Mutual man of the Company, which 
makes this answer: 

“Such dividend additions are calcu- 
lated at net rates. If the policy is rated 
up in age the dividends are calculated 
at net rates at the rated age.” 





STOCKHOLDERS’ NUMBER 
The November issue of the “Detroit 
Life Bulletin” is a stockholders’ num- 
ber. The company is ten years old and 
started the year to write $10,000.000. 
Early in October the $10,000,000 mark 
was passed. 





Rupert Fry, president of the Old 
Line Life, who was seriously injured in 
an auto accident, is recovering. 
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It didn’t ‘‘just happen’’ 


The more than $100,000,000.00 of New Business written by 
the Missouri State Life Field Men in 1920 is the result of 
several very well defined causes, a few of which are given 
below. This great achievement was made possible 


—Liberal and Adaptable Policy Contracts both 
non-participating and participating. 


—Provisions for Sub-Standard Risks. 
—Extension of Limit on one Life to $300,000. 
Home Office Specialists 


—Sales Service Department. 


Ns % 
AS EVERTASTING 
AS. THE HILLS. 
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—Liberal Contracts to Agents. 
A 1921 Forward Step—Accident and Health Department 


In our Expansion Program, just started, we 
have room for well equipped leaders. 


Nego- 


MISSOURI STATE LIFE 


Insurance Company 


Home Office 
Saint Louis, Mo. 








Connecticut General’s 
New Taxation Pamphlet 


TO AGENTS 





EXAMPLES SHOWN 





When Man Dies, Leaving in His Estate 
Securities of Companies in 
Various States 





The Connecticut General has had a 
considerable call for its new pamphlet, 
“The Effect of Federal and S‘ate In- 
heritance Taxes Upon An Estate.” To 
illustrate the manner in which the tax 
schedules for the different States, as 
given in the pamphlet, may be used, 
the following case is cited: 





John Doe, domiciled in New York 
State, dies leaving the following es- 
tate: 

Keal Estate in New York...... $80,000 
Bonds and Mortgages.......... 40,000 
Stocks: 

United States Steel.......... 20,000 

Pennsylvania Railroad ...... 20,000 

DIE BE gv 0505 tac cne &e 20,000 

Arlington Milde .....cccccsees 18,000 

CL oc vc-ana eae wihe ke + eenae 2,000 

GEL 5.» ac Balms ad ete $200,000 
To compute the Federal Inheri- 

tance Tax deduct the exemp- 

tion of $50,000 and take 1% 

of $50,000 and 2% of $100,000, 

making 200ml. GEE. . <..02csase 2,500 
The New York Transfer Tax 

after deducting the exemption 

of $5,000, 1% of $25,000 plus 

2% of $75,000, plus 3% of 

$95,000, making a total of.... 4,600 


The New Jersey tax on the 
United States Steel stock would 
be found by computing the tax 
on the entire estate of $200,- 
000 according to the New Jer- 
sey rate and then taking one- 
tenth, being the proportion 
which the U. S. Steel stock 
bore to the entire estate. The 
tax on the entire estate if the 
deceased had been a resident 
of New Jersey would be $2,950, 
one-tenth of which would be. 295 
The Pennsylvania tax on the 
Pennsylvania R. R._ stock 
would be 2% of the value with- 
out exemption, making a total 
GE RS aids cn oiwieaula «scan ee oa 400 
The Maine Inheritance Tax, 
where American Zinc is incor- 
porated, would be found by de- 
ducting one-tenth of the total 
exemption of $10,000 and tak- 
ing 1% of the balance of $19,- 
000, making a tax of....,..... 190 
The Massachusetts tax on the 
transfer of.the Arlington Mills 
stock would be 1% of $18,000 
with no exemption, making a 
| AMS SE See rs PP” 180 





NEW DEPARTMENT 


The John Hancock Mutual Life, in a 
circular letter to its field force, an- 
nounces that the Company’s Insurance 
Department and Ordinary Application 
Division have been merged under one 
department, to be known as the “Un- 
derwriting Department,” of which Wal- 
ter R. Pond will be manager, and Ar- 
thur M. Morse and Frank J. Keefe as- 
sistant managers. These men have 
heretofore occupied similar positions 
with the Company’s Insurance Depart- 
ment. 





FEDERAL LIFE IN MINNESOTA 


The Federal Life Insurance Company 
has entered Minnesota, and A. T. Stark 
has been appointed state manager for 
the life and accident and health depart- 
ments. Mr. Stark was formerly with 
the American Life of Des Moines as 
state agent for North Dakota and the 
past year as state agent for Minnesota. 
He resigned in October and applied tq 
President Hamilton for an agency. 
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LIVE HINTS FOR BUSINESS GETTERS | | jife INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
Practical Suggestions to Help the Man With the Rate OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 
. ; : Issues the most liberal forms of Ordinary Policies from $1,000.00 ¢. 
Book Increase His Income and General Efficiency $50,000.00, and Industrial Policies from $12.50 to $1,000.00 
b CONDITION ON DECEMBER 31, 1919: 
NN ik OM aeaae. Sant ge truer iba ekone on seeecrsnbierai¥ol one cleelcd ,700, 133." 
E. C. Holt, of the Phoenix Fred Meyer, Internation- Liabilities dais ah emticiens Pages Veewiees wey we doddobatalhyc vacgcecdasyesedeain § Peers, 
Better Mutual, suggests a “Better Made 24 al Life man, working in Se See See Npebeeecdeeceeneeucedvbess cbescudp pect sdunstos <ppeqebeusiccet ucenen: 
Business Business Month.” Business Calls Up to and out of St. Louis, re- DMANES Was SION. oc acs coccue srt posed’. uncka\ <0 104 a0s oka debe asia) 
sold in bad times is good 3:30 O’clock cently made twenty-four Total Payments to Policyholders since Organization........................ 23,840,173.5 


Month 

business. He continues in a 
letter to Vice-President Winslow Rus- 
sell: 

“If it’s twice as hard to sell, it is at 
least twice as apt to stay sold; and 
that’s what counts. And so 1921 will 
not only reward the fighter, it will doub- 
ly reward him. Am I right? 

“Then we hear about the salaried man 
now having come into his own, because 
of the decreased cost of living. Isn’t 
there a larger significance to us in this 
than is usually given it? Here’s the 
way it looks to me: 

“The salaried man is not only able 
to buy insurance now, because he 
doesn’t have to spend all his income for 
food and shelter, but because he has 
waited so long to buy, and has seen 
others buying all about him, he now is 
more keen to buy than he ever was be- 
fore. Is the psychology of that sound? 
Is it true? I believe it is true if we 
salesmen give it a chance to be.” 

* ¢ # 


The importance of beginning 


When to early in securing Life Insur- 
Begin ance cannot be overstated. 
to Sell The young man is apt to feel 


that he will be better able to 
afford insurance later when his income 
is larger, and that having no family he 
has no immediate need for it. To this 
it may be answered that while it is true 
that his income will be larger in the 
future, the very fact that he may have 
a family will multiply the demands on 
that income and make insurance with its 
heavier premiums, due to his added 
years, a distinct burden. He is now in 
good health but there is nothing to 
prove he will remain so, says “The Or- 
ganizer.” 

Getting insured is like a habit, and he 
who begins early will probably end by 
being insured adequately. In the mean- 
time the protection which it affords, and 
its return as an investment helps to lay 
the foundation for business success. 

oe * * 

Local underwriters say that 
Hardest the hardest persons to sell life 
Placeto insurance are bond people in 
Sell the Wall Street district as 
they look at insurance almost 
exclusively from the investment stand- 
point. Their argument is that they deal 
in securities all day long and that they 
can make a safe bond investment and 
make more out of it than they can by 
insurance. The answer. given them is 
that even the greatest of investment ex- 
perts are sometimes the possessors of 
securities which become _ worthless. 
Russian, German and other continental 
securities looked good at one time and 
are worthless now. Many railroad se- 
curities were once gilt-edged. And, 
finally, there is the example of great 
leaders in the financial district, such as 
Morgan and Davison, who carry heavy 

lines of insurance. 





TWO NEW CIRCULARS 

Early in January two new circulars 
will be issued by the Massachusetts 
Mutual. The first of these is to be a 
leaflet describing the advantages of life 
insurance as a méans of providing a 
fund for the education of children. 
There has been a steadily growing need 
for a circular of this kind, and we hope 
to supply the field with one which will 
proye a real business-getter. The sec- 


ond will tell about our Income at Sixty 
contract, setting forth its value to the 
man -who wishes to give his family 
adequate protection and at the same 
time to provide an income for himself 
when his working days are over. . 


calls and received three 
applications when he entered the office 
of the company at 3:30 p. m. After 
qualifying for the $125,000 Club, Meyer 
almost gave up a month ago. He blamed 
his lassitude on well water drunk on one 
of his country trips, but some one sug- 
gested that the decreasing volume of 
business had wrecked his equilibrium— 
and the following day Fred started out 
with the above result. His success not 
only proves the insurance axiom that 
one “can write business by seeing pros- 
pects,” but tends to show a general re- 
vival of insurance production after the 
acute depression of the last few months. 





CHANGE DISABILITY RULES 


The George Washington Life is pre- 
paring a new and more liberal total dis- 
ability rider. The principal changes in 
the form are that the income payments 
shall start immediately upon the ap- 
proval of the usual proofs, instead of 
one year thereafter as heretofore, and 
that the severance of both hands or 
both feet, or of one hand and one foot, 
shall constitute total disability, instead 
of the requirement that severance shall 
have taken place at or above the wrist 
or ankle as heretofore. The premium 
rates remain the same. The final 
authorization for the sale of the new 
form will be issued in writing to the 
ageuts as soon as possible, according to 
the announcement of the vice-president. 





DIVIDENDS IN GOODWILL 


Dividends in goodwill, loyalty and 
efficiency are reported as fact by firms 
which have introduced group insurance 
in their organizations. The personal 
touch which shows the factor of human 
interest in the employee is thus crea‘ed 
in a tangible way. 


JOHN G. WALKER, President. 
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Rejections Last Year 
Amounted to 275,000 


TOO LATE 





APPLICATIONS 





No Protection for $600,000,000; Pru- 
dential Alone Declined 30,000 
People 





Approximately 275,000 people in the 
United States received last year the dis- 
couraging news that they had put off 
applying for life insurance until too late, 
says the Phoenix Mutual. The amount 
of protection that would have been 
granted had all been eligible was $600,- 
000,000, and these figures do not include 
applications for Industrial insurance 
who were rejected. 

The Prudential Alone Declined Over 
30,000 People for Millions of 
Dollars of Insurance 

Only the man who has been rejected 
knows the-keen and bitter disappoint- 
ment the information brings with it that 
he has been denied the greatest invest- 
ment in the world. It means in most 
cases that his physical condition is such 
that he cannot be accepted under’ any 
plan, and it puts up to him the task of 
protecting his family by some other 
method that must use every spare 
penny. Even then his efforts will fall 
short of the protection life insurance 
would haye afforded at a small cost. 

“The unfortunate—yes, the pitiful 
part of the whole matter is that at one 
time the majority of those rejected were 
physically fit to pass the medical exami- 
nation, but coddled themselves into be- 
lieving that another time would do,” 
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ability. 


anniversary. 


the insuring public. 








Improved Disability Provision 


Claim may be made us soon as disability occurs—no p:obationary 
Payments begin immediately on approval of claim—no proba- 
Mouthly payments, lifelong. conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
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Estate Hazards 
Collect Their Toll 


HOW TO MEET THE TAXES 





Orville Thorp the Author of Handbook 
of Valuable Information On Pre- 
servation of Estates 





How life insurance solves the prob- 
lem of the inroads which taxes ma'e 
upon estates is very ably set forth in 
“Estate Hazards,” a thirty-page pan 
phlet written by Orville Thorp, of 
Dallas, Texas, and copyrighted and 
published by the National Association 
of Life Underwriters, of which he was 
formerly vresident. 

The avthor has not prepared a tech- 
nical treatment of his subject; rather 
has he presented it so simply that a 
person of average intelligence should 
have no difficulty in understanding it. 

The text is accompanied by explan- 
atory charts and tables which add to 
the ease with which this rather com- 
plicated subject may be comprehended 
by the lay-reader. Assets are classi- 
fied. Federal and State taxes are ex- 
plained, and examples of multiple 
taxes on single items are given. Ad- 
ministration and liquidation costs are 
pointed out; and the shrinkage in val- 
ues and proceeds are listed in percent- 
age figures, the figures being based on 
the ovinions of Probate Judges of vari- 
ous States. 

Illustrations and diagrams are given 
in the last half of the pamphlet and 
they clearly tell their storv. Quoting 
from Illustration 5, the following ex- 
plains what legal reserve life insur- 
ance will do: 

“As underwriters, part of our mis- 
sion is to help John build an estate and 
leave it intact. We can do this by help- 
ing him build a super-estate of legal 
reserve life insurance—the best secur- 
ity on earth—equal, if possible to all 
the death tolls, thereby helping him to 
realize his life purpose of building an 
estate and leaving it to his heirs or 
beneficiaries intact. 

“We can do this by using a part only 
of the interest earnings on assets equal 
to those hazards. In our illustration. 
John’s estate needed at least $170,000 
in cash. At age thirty to thirty-five 
about 3% interest on an equal amount 
of his property would carry $170.00 
of Twenty Payment Life Insurance, 
and at fifty to fifty-five, about 4% on 
an equal amount of property would 
carry $170,000 of Ordinary Life Insur- 
ance. This Life Insurance estate wold 
cover taxes and cost of administration, 
leaving in the estate the gilt-edge se- 
enrities still constituting the very he.'t 
of it, and sufficient cash and cred \ to 
overate if as a going concern. therev 
larerely avoiding shrinkage and losses. 

“Legal reserve life insurance wi! 
help John do what he is trying to ‘0 
namely, build ‘a solvent estate and !c: 
it intact.” 


The Prudential has begun to place 
loans on Hartford real estate, throwgh 
the agency of Wm, A, Sanborn as ‘oan 
correspondent, 
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Industrial Pension 
e 
Systems Discussed 
pAPER READ BY J. H. WOODWARD 
Insurance Companies Might Be Em- 
ployed to Undertake Service, But 
There Are Qualifications 
An unusually able analysis of the in- 
qustri:! retirement systems based on 
the mcney purchase principle was read 
to the Casualty Actuarial Society at 
= ‘tg an: ual meeting.a few days ago by 
j. H. \Voodward, assistant actuary of 
the Extitable Life Assurance Society. 
I] Qne reason why Mr. Woodward read 
this p. per was because it is becoming 
ES increas 'ngly frequent for actuaries to 
be asked for advice as for the best 
ok means of providing pensions for em- 
7 ployes of large industrial establish- 
ments. Most existing pension plans in 
use by large employers of labor are 
ob- unsatis‘actory, in that they furnish no 
shee effectual guarantee to the employe 
: while their financial feasibility is de- 
m pendent on a continued growth of in- 
m dustry at the rapid rate at which that 
of growth has proceeded during the past 
al few decades. 
ion Three Essentials 
as The problem is not simple. One 
object of Mr. Woodward’s paper is to 
emphasize the advantages of systems 
*h- based on the so-called money purchase 
er principle. In order for a system to be 
a sound from the social, economic and 
id actuarial viewpoint, these are the es- 
- sentials : 
it. 1. It must be financially secure. It 
n- should not be dependent on the con- 
to tinued solvency and good intentions of 
the employer. 
= 2. It must be equitable. A definite 
ed known amount should be set aside from 
Si- the wages of each employee and the 
X- benefits which he receives should be 
le for each individual—not merely for the 
d- plan‘as a whole—the actuarial equiva- 
re lent of the contributions. 
il- 3, It must be contractual. Every 
it- employee should have a definite writ- 
on ten contract showing what benefits he 
rj- will receive if he dies, becomes dis- 
abled or leaves the employment, as 
en well as what benefits are guaranteed 
ad tohim on reaching the age for retire- 
1g ment. By watching the value of his 
X- contract grow from year to year he 
r- comes to regard it as part of his wages. 
Self Versus Company Insurance 
s- Discussing the subject of self-insur- 
id ance versus ‘company insurance, Mr. 
D- Woodward said in part: 
al “Industrial pension plans are usually 
r- administered by the employer himself. 
1 In the case of government pensions, 
0 the administration is usually vested in 
n a special commission ‘or pension board 
am charged with the care of the fund and 
the conduct of the pension activities. 
ly The services of insurance companies 
al in this field have been invoked but 
* little. The typical employer’s pension 
0 fund is inevitably self-insured because 
we ts actuarial structure is so defective 
it a8 to make it uninsurable through any 
0 outside means. 
‘ Neavly all existing industrial pen- 
sion plans are financially unsound. No 
d instrance company could be found 
% which would be willing to assume the 
j liabilit:'s promised in consideration of 
; the funds in hand and the contribu- 
x: tions povided. Such funds are legally 
solvent perhaps, but only because they 
‘ Pooch the right to repudiate. Fur- 
. Tmore, under the common form of 
; bension plan which involves an as- 


i sumption of scales of salary and where 
rat: of dismissal or resignation to 

i experienced in the future has an 
Mportant effect upon the solvency of 
the plan, it is hardly to be expected 
insurance companies could be of 

any assistance, Assuming, however, a 
Properly constructed scheme in which 







utions will purchase rather than 





-bencfits are based upon what the. 





upon the future salary to be paid and 
in which the accrued rights of the em- 
ployee are not. sacrificed on withdrawal, 
there would seem to be no reason why 
insurance companies might not be 
advantageously employed to undertake 
the service and carry the risk. Under 
such conditions the only elements in- 
volved in calculating the premium nec- 
essary to provide the benefits are calcu- 
lations involving the rates of mortality, 
of disability and of interest. As soon 
as we exclude the necessity of taking 
into account hypothetical salary scales 
and problematical rates of labor turn- 
over, the possibilities of putting the 
whole scheme on a scientific basis are 
greatly increased. 
An Objection 

“One of the objections likely to be 
raised by an employer to pensions 
secured through outside insurance is 
the fact that the rate of interest em- 
ployed in computing the premium seems 
to him low as compared with the rate 
at which he is able to employ capital 
in his own business. It may well be 
asked, however, whether, when the 
hope of receiving a pension has been 
held out to the employees, it is proper 
that their interests should be exposed 
to the hazards of an industrial enter- 
prise. The situation is analogous to 
that of an insurance company which 
might have all of its assets invested 
in the securities of one industrial cor- 
poration. Safety, and the. certainty 
that pension payments due many years 
hence will be paid when the proper 
time arrives, are of far greater impor- 
tance than is the ability to pay a larger 
benefit predicated on the success of a 
business speculation. The safeguards 
to be thrown around the financial in- 
terests of participants in a pension 
scheme should be no less than those 
which guard the beneficiaries of trusts, 
the policyholders in a life insurance 
company, or the depositors in a savings 
bank. It may be many years before we 
have a conspicuous or sensational ex- 
ample of a large industrial pension plan 
which has brought disappointment to 
its beneficiaries, and until that time 
arrives the safeguards provided by law 
for the protection of pensioners will 
presumably be lax. There would seem 
to be no sound reason, however, why 
the pension funds of industrial or com- 
mercial institutions should not be sub- 
jected to the supervision of the State 
authorities in the same manner as are 
the affairs of banks and insurance com- 
panies. Indeed, it may be noted that 
the recent report of the Illinois Com- 
mission on Pensions recommends that 
this be done.” 





ENDORSED BY BUSINESS MEN 


Life insurance carried by 200 mem- 
bers of the Louisville Board of Trade 
to‘alled $4,426,000, according to a tabu- 
lation made at an informal luncheon 
recently. This surprising figure, aver- 
aging $22,000 for every member pres- 
ent, gave an excellent example of the 
value business men attach to life in- 
surance. Business mea are presumed 
to know value. That is the secret of 
their success. The man of wealth takes 
out his policy to protect his estate; the 
man of limited means takes the same 
action to provide an estate, says the 
Connecticut Mutual in its agency 
papers. 





CAN’T SUPPLANT AGENTS 


No effort can ever supplant the agent 
method. What great sense of security 
in your business you should have. How 
it should spur you to broaden your 
efforts, increase the intensity of them, 
towards building a business for your 
future, 

It’s the better service that makes the 
business of life insurance stick, and no 
service can ever take the place of that 
afforded by a high-charactered agent in 
his face to face interviews with policy- 
holders. 

That service includes intelligent sell- 
ing in the first place and helpful sug- 
gestions to the policyholder from time 
to time thereafter—EHxchange, 


J. H. Nolan, Travelers, 
Chicago, to Retire 


GENERAL AGENT FOR 50 YEARS 








Only Wrote For One Company, But 
That Was Good Enough For 
Him 





John H. Nolan, of Chicago, for more 
than fifty years a general agent of the 
Travelers, who was for many years 
one of the unique and outstanding fig- 
ures in the life insurance field in the 
west, has decided to retire from busi- 
ness, and will make his home in Los 
Angeles, Cal. He has been on. the 
Pacific Coast since early in the fall, 
and has now decided not to return to 
Chicago or to active business. 

Mr. Nolan took the general agency 
of the Travelers in Chicago in 1870, 
when the company was comparatively 
small and little known in the West, 
and was largely responsible for build- 
ing up its immense business in the 
western metropolis. His work, how- 
ever, was primarily as a personal pro- 
ducer and he devoted comparatively 
little of his time to building up an 
agency plant. As far back as 1895 he 
was one of the few men who had a 
record of $1,000,000 a year in persona] 
production. His record is_ probably 
unique in one respect in that he never 
wrote any business for any company 
but the Travelers. Even in the early 
days, when its limits were compara- 
tively small, he would write a man in 
his own company for the limit which 
it would carry, and then tell the pros- 
pect that if he desired any additional 
insurance, he would have to get it in 
another company and from another 
agent. His loyalty to the Travelers 


was such that he would not write for 
any other company, even though he 
might have made a small fortune in 
the placing of excess business. 

A man of boundless energy, in ad- 
dition to seeing probably more pros- 
pects than almost any man in the busi- 
ness, he devoted many of his evenings 
to the preparation of selling literature, 
much of the material of that sort put 
out by the Travelers twenty-five or 
thirty years ago being from his pen. 
Only a week or so ago, one of his as- 
sociates in Chicago received from him 
a seven-page letter outlining some new 
selling ideas which had just occurred 
to him. 

For the past ten years he had been 
taking things comparatively easy, al- 
though he still maintained his office 
and continued to sell a very fair volume 
of life insurance. He began investing 
in Travelers stock early in his connec- 
tion with the company and continued 
acquiring it until he is a large stock- 
holder. His income from that source 
is enough to net him a very tidy sum, 
and he of course also still has a large 
renewal income. As the Travelers be- 
gan writing other lines. he took them 
on, but always devoted himself prima- 
rilvy to life insurance. 

At the time of his fiftieth anniver- 
sarv with the Travelers, in September, 
1920, he was called in to the Home 
Office, where a banquet in his honor 
was given by officials of the company. 
Although now 80 years of age, Mr. 
Nolan still retains his old-time men- 
tal and physical vigor, and has made 
a practice on his birthday of each year 
of walking from the Union League 
Club in Chicago, where he made his 
home, to the suburb of Evanston, fif- 
teen miles distant. 





Earle H. Schaeffer has been elected 
president of the Harrisburg Association 
of Life Underwriters. ‘He is Fidelity 
Mutual Manager. 








tion. 


)/ CO-OPERATION 


No. 


HE INDIVIDUAL PRODUC- 
i TION of more than 15 per cent 
! of our 1920 representatives was in 
| 
: 
| 
| 





excess of a quarter million dollars 
of paid for insurance. 

We believe that this remark- 
able record is largely due to our 
effective plans of agency co-opera- 


i Every new man who is added to 

i our ranks is carefully selected, con- 
tracts with us upon a full-time 
basis and has the advantage of an 
intensive course in life insurance 
training at the home office. 


FE URS 






Phoenix Mutual Life Insurance Comp 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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N. Y., under the act of Congress of 
March 3, 1879. 








THE ESSENCE OF INSURANCE 

Insurance is essential to thrift, 

It is essential to credit. 

It is a component part of good citi- 
zenship. 

That these facts should be uppermost 
in the minds of professional insurance 
men is only natural, inasmuch as they 
are apparent to them every day, every 
hour, every minute in their lives. The 
big outside world thinks the same, and 
this is to be demonstrated in The East- 
ern Underwriter, December “9th issue, 
when a most amazing and original col- 
lection of endorsements of the institu- 
tion of insurance, illustra‘ive of its 
economic and social aspects, will ap- 
pear. Here will be found the results 
of a special study of the subject re- 
cently maded by the General Federa- 
tion of Women’s Clubs, together with 
the important testimony of business 
men, bankers, judges, educators, promi- 
nent officials and,others, all endorsing 
insurance as a potent factor in good 
citizenship and all emphasizing insur- 
ance as a social responsibility. 

The publication of this edition will 
be an important event in the insurance 
world, of special interest to the pro- 
duction side of the business. 

The section will contain indisputable 
and far-reaching evidence of the sigyifi- 
cance, influence and scope of insurance. 
Its educational value should make it 
appropriate matter to be read in 
schools, at clib meetings, or on any 
occasion when business practice, eco- 
nomics or citizenship are considered. 





INFLUENCE OF EXCHANGE 


Just what effect the drop in exchange 
may have upon an insurance company 
‘is illustrated by the following observa- 
tions made upon the Norske Lloyds 
by a British insurance paper: 


The great depreciation in Norwegian 
exchange, it is well known, is a source 
of very great difficulty to the Nor- 
wegian insurance companies doing in- 
ternational — particularly sterling and 
dollar—business; in conjunction with 
the heavy claims that have occurred 
of late, the greatly depreciated ex- 
change may prove positively disastrous. 
It is not going too far to say that in 
cases the loss on exchange is a greater 
source of difficulty than is the direct 
burden of the heavy loss experience 














The accompanying cut, reproduced 
through courtesy of the Boston “Tran- 
script,” gives a fair idea of the palatial 
new home of the Hartford Fire and 


Hartford A, & I. The building, the 
feature of the entrance being six plain 








Ionic columns, reaching the full height 
of two stories, is. set well back of the 
street. In the rear are. spacious 
grounds—nineteen and a half acres in 
all—which will be developed with ath- 
letic and recreational features. The 
grounds will include a baseball dia- 





mond, a bowling green, five tennis 
courts, basket ball courts, etc. The 
building is easily accessible to main 


arteries of Hartford. It is 350 feet long. 
The main building was designed by EB. 
S. Dodge and Parker, Thomas & Rice, 
architects, Boston. 





of the past twelve months; certainly 
the two factors in combination are tend- 
ing to be positively ruinous. The cur- 
rent sterling exchange value of the 
Norwegian kroner is round about 29, 
against parity 18.159, and comparing 
with 17.54 at the date of the Armistice, 
and with appreciation to 12.65 during 
the war period; there is a depreciation 
of about 3742% from par of exchange, 
of 41% from the value at the date of 
the Armistice, and of 55% from the ap- 
preciated value during the war. 

We understand that the Norske 
Lloyds has taken the bold step of lay- 
ing the position before its principal 
ereditors here, together with a proposi- 
tion designed to avoid the grievous 
loss, which must occur to it from the 
depreciated exchange, and at the same 
time definitely to secure the interest 
of creditors in full and to requite them 
for their part in meeting the difficulty. 

Precisely, we understand that the 
Company offers to deposit with bankers 
securities for its liabilities to British 
creditors, specifically for their security. 
with the suggestion that they should 
not be applied to the discharge of those 
Nabilities whilst exchange remains at 
its present ruinous level, creditors in 
the meantime to receive 5% interest 
on the amount lodged at the bank. We 
understand that the provosal has been 
very favorably received. considerable 
“ood will being expressed on the mat- 
ter. 

It may perhaps be allowed to us to 
rongratulate both parties on their ac- 
tion in the matter: the Company on 
its frank and honorable handling of the 
nosition, and the creditors on the gen- 
serous good will with which they have 
received the offer. 





President Hamerschlag of the Car- 
negie Institute of Technology, an- 
nounces that Griffin M. Lovelace, direc- 
tor of the Carnegie School of Life In- 
surance Salesmanship, will continue in 
his present position. 


Edward Milligan, president of the 
Phoenix of Hartford, is actively engaged 
in directing plans for the continuance 
of the Babies’ Hospital Health Stations 
and the Visiting Nurse Association in 
that city. Mr. Milligan during a speech 
at the Hartford Club, outlined a cam- 
paign to be held in January for the pur- 
pose of raising $60,000.00 This will be 
required for expenses during the coming 
year. The nurses of the association 
made more than twenty-six thousand 
visits to homes during 1920, and a larger 
number during the first nine months of 
the current year. The babies’ health 
service has largely overcome the preju- 
dices of the foreign element of the pop- 
ulation and in so doing has saved many 


lives. 
* * ok 


Charles W. Higley, vice-president of 
the Hanover; R. B. Van Vechten, vice- 
president of the Continental and Com- 
mercial National Bank of Chicago, and 
John Rygel, state agent of the Han- 
over, have been motoring through Ohio 
visiting various agencies. 

a x aa 


Arthur E. Harrell, for the past five 
years on the business staff of the New 
York “Tribune,” has opened an office at 
25 Broad street, New York, and is pre- 
pared to formulate business develop- 
ment plans—advertising policies—mer- 
chandising campaigns and act as con- 
sultant on problems having to do with 
publicity. He was formerly in insur- 
ance journalism. 

+ * a 


Lewis M. Wiggin, a successful agent 
of the Provident Life & Trust, prepared 
for college at the Taft School in Water- 
town, Conn., entering Yale University 
in 1908. For some time he was a news- 
paper reporter and a bank clerk. In 
1913 he became a part-time agent and 
in February, 1914, a full-time agent. In 
1917 he joined the old Mellor & Allen 
agency. 


Rupert F. Fry, president of the Old 
Line Life, Milwaukee, has an article on 


optimism in the bulletin of his company. 
In view of the fact that Mr. Fry was 
recently seriously injured in an auto- 
mobile accident, his bright cheerful 


article shows that he practices what he 
preaches. 
ca ak * 

Edson S. Lott is the subject of a 
parody on Kipling’s “Danny Deever” 
in the journal of the mutuals. One 
paragraph reads: 

“For he’s goin’ to kill the mutuals, if 
it takes him ninety days; 


He’s loaded up with powder, an’ their 
scalp he’ll surely raise; 
He’s goin’ to save the country from this 
Socialistic craze, 
When he sends another postal in the 
mornin’.” 
* * * 

J. E. Meyers, manager of the Aetna 
Life, in Minnesota, who will witldraw 
from the management of that general 
agency the first of the year, was at 
one time Mayor of Minneapolis, and a 
long story about him was publisied in 
the last Gold Book number The 
Eastern Underwriter. He is one of the 
oldest managers in the state, ving 
had charge of the Aetna’s busin’ss for 
twenty-eight years and having been 
with the company for thirty-two ,ears. 

oo ot x 

Louis F. Paret, New Jersey m:.nager 
of the Provident Life and Trus! Com- 
pany, is one of the able speakers s€ 
lected to address the Forum the 
Chamber of Commerce of Camicn, N. 
J., on the general topic, Whats 
Ahead,” 

* * * 

Sir Philip Roundtree, mil!ionaire 

sritaim, 


cocoa manufacturer of Great | 
is in this country making a study of 
industrial conditions. H2 has beev 
making interesting talks on un-employ- 
ment insurance, 
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Tobacco Assured Go 
To Two Departments 


WINDSTORM QUESTIONS UP 





yore Than Thirty Policyholders In- 
yolved; Hearing Before Major 
Stoddard This Week 





About thirty-five tobacco growers in 
Connecticut have gone to the New 
york and Connecticut Insurance De- 
partments, alleging that the Globe & 
Rutgers had not paid losses from 
storms which they say destroyed their 
crops in Connecticut in July. The to- 
pacco men are represented by Francis 
Holmes. of the William Otis Badger 
ofice, and Walter Beebe, of Brussel & 
Beebe. There was a hearing at the 
New York Insurance Department be- 
fore Major Stoddard, deputy superin- 
tendent, on Monday afternoon. 

The Connecticut tobacco is known 
as “shade grown tobacco,” the cheese 
doth covering being in the form of a 
tent which encloses the tobacco on all 
sides. The Globe & Rutgers issues 
yalued policies. At the start the valua- 
tion is $15 an acre. Later, as the to- 
pacco grows, the value is increased by 
percentages each week until the total 
insured value is reached. The policies 
insure against wind storm, hail and 
tornado. The storms in question were 


“ 


on July 15 and 24, and the assureds - 


allege that there were seven different 
storms in the State, each of which 
damaged crops. It is alleged that the 
storms broke some of the cheese cloth 
tents and wrecked the tobacco. The 
wind was of the maelstrom type, twist- 
ing the tobacco and tents. The to- 
bacco grew unusually high and rank 
last summer, 

Wakefield, Morely & Company, of 
Hartford, are leading local agents on 
this type of insurance, and they adjust 
for the Globe & Rutgers, having a rep- 
resentative named Clapp, who is an 
expert tobacco grower and estimates 
extent of the damaged crops. The as- 
sured claims that a member of the firm 
of Wakefield, Morely & Company, ac- 
companied by Clapp, frequently by a 
representative of B. F. Sadler & Co., 
the broker, and frequently by some 
member of the assured, visited the to- 
bacco fields and made a list of the 
estimated damage. It.is also alleged 
that proper proofs of loss were filed 
and that after some weeks, the loss not 
being paid, they went to the depart- 
ments. Mr. Beebe claims that the idea 
of going to the department was to test 
the good faith of the company. 

At the department the counsel for 
the company declared that they had 
good and sufficient reasons for not 
paying the losses, which would be dis- 
closed later. It was denied that there 
had been a storm sufficient in velocity 
to cause the damage which was claimed 
and there was some discussion as to 
what constitutes a windstorm under 
the meaning of the contract. 


Manager Wm. Hare 
Perfecting Plans 


RETURNS FROM TRIP ABROAD 





United States Manager of State Assur- 
ance Company Preparing to Open 
Headquarters in New York 





The State Assurance Company of 
Liverpool will, on January 1, 1922, have 
its United States office in New York 
City, and its new United States man- 
eager, William Hare, is now perfecting 
plans to bring this change about, the 
branch office of the company now be- 
ing located in Hartford. The United 
States business of the State Assurance 
is being conducted by ‘the Scottish 
Union & National organization, but, as 
stated in the October 21 issue of The 
Eastern Underwriter, J. H. Vreeland 
announced the retirement of the State 
Assurance from the Scottish Union & 
National, saying that the State Assur- 
ance would remove to New York, where 
it would be under the management of 
William Hare. 

wast week Mr. Hare returned from 
a visit at the home office of the State 
Assurance in Liverpool and is now de- 
voting his attention to the details inci- 
dental to the transfer. William Hare, 
who was with the Norwich Union for 
twenty-five years and who was joint 
United States manager with his father 
until September 1, when they both re- 
signed from the Norwich Union, needs 
no introduction to the members of the 
insurance fraternity. 

Once the company is established in 
its New York headquarters, it is Mr. 
Hare’s intention to develop the com- 
pany’s service and to expand its busi- 
ness. At presen: the State Assurance 
is entered in approximately half of the 
States, so the new manager has a 
strong fie'd force and a good working 
organization to begin with. In select- 
ing a location here, Mr. Hare will pay 
particular atten ion to its facilities for 
service to the brokers and agents. He 
expects to be able to make an an- 
nouncement soon regarding the New 
York office. The State entered this 
country in 1897. 





ACCOUNTANTS’ MEETING 

The Insurance Accoun‘ants’ Associa- 
tion held a meeting last week at the 
National Board rooms and elected W. 
E, Mallalieu and J. H. Doyle, respec- 
tively, manager and assistant general 
counsel of the National Board, and R. 
E. Fletcher, of the Library Bureau, to 
honorary membership. J. H. Doyle has 
been invi‘ed to address the next meet- 
ing, to be held December 13, on Federal 
tax returns. 





Lockwood & Lowe, an insurance firm 
located at 411 Produce Exchange Build- 
ing, New York City, is again in pos- 
session of the insurance account of 
the Carter Chemical Company. 








— 














THE 


TOKIO 


MARINE AND FIRE INSURANCE COMPANY, Limited 








UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
80 MAIDEN LANE, 

















THE AUTOMOBILE-—— 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$11,896,417.46 


LIABILITIES, EXCEPT CAPITAL 


$8,171,905.10 


SURPLUS TO POLICYHOLDERS 


$3, 724,512.36 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, on a 

tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 

Parcel Post, Tourists’ Baggage, Personal Effects Floater, Jewelry 
Floater, Fine Arts. 





Affiliated with 


- AETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 
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oF NEW HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 
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LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corporation 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 0063-0064-0065 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., ef Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ing. Co. of N. Y. Globe & Rutgers Insurance Co. 
Detroit F. & M. Ins. Co. of Mich. London & Scottish Assu. Corp. 

- (Casualty) Indemnity Ins. Co. of N. A. 


»pectal Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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NEW YORK POSITION ON DEPOSITS 


(Continued from page 1) 


the fund was distributed to Ohio policy- 
holders and not to general creditors 
who had filed claims with the New 
York Department. 

The same question came up in Min- 
nesota, but in that state the courts 
followed Federal court rulings and al- 
lowed the deposits to be sent to New 
York for distribution to creditors. 


Casualty Company of America 


The Casualty Company of America 
had a Texas deposit of $50,000. Among 
the interesting incidents in that state 
was an action by Mrs. Sarah Perue, 
who was a beneficiary of an injured 
employee and had been awarded $6.40 
a week. Alleging that five or six weeks’ 
payments were in arrears she brought 
an equity action in the Superior Court 
of Walker County, Texas, near the Mex- 
ican border, and W. C. Jones was 
appointed receiver. The court directed 
the treasurer of Texas to turn over the 
$50,000 deposit to Jones, which was 
done. The New York Department then 
got busy and was obliged to retain a 
Texas lawyer, who intervened at the 
proper time, but the intervention peti- 
tion was overruled by the court, where- 
upon the New York Department appeal- 
ed to the Court of Civil Appeals. The 
high Texas court decided that the de- 
posit was a trust fund and ordered its 
distribution to take care of Texas claim- 
ants. One claimant who had not filed 
a petition in Texas then proceeded to 
file his claim in New York, He was 
told by Liquidator Fowler to put in 
his claim with the Texas receiver. 
Recently however, the Texas. legis- 
lature has amended the insurance law 
in such a way that the deposit is to be 
construed as a general deposit. 

The latest entanglements and multi- 
plicity of jurisdictions have been in 
connection with the Liberty Marine, 
North Atlantic and Jefferson, the com- 


panies which went down in the Han- 
nevig smash. North Carolina, Georgia 
and South Carolina policyholders began 
to file their claims with their own insur- 
ance commissioners, at least three of 
the claims being for less than $10. In 
Georgia no less than twelve receivers 
were appointed for each of these com- 
panies. In North Carolina there were 
three receivers appointed, and finally 
Commissioner Wade went to the Fed- 
eral Court and had himself appointed 
receiver. The deposits are thus being 
adminisiered from these states, and of 
course no consideration will be given 
by the receivers in the Southern states 
until the policyholders in those states 
are first paid off. The irony of it all is 
that if there is not enough deposit mon- 
ey to take care of the policyholders in 
the Southern states why the policy- 
holders who are left out will come to 
the New York liquidator and ask to 
share in what is left of the asse‘s. 


Sizing up a Company 


The position of Liquidator Fowler is 
that companies should be liquidated in 
the state which charters the company. 
When a company is admitted to a 
state, agents and brokers size up the 
strength of the company by its assets 
and surplus, and, of course never think 
of deductiag deposit items from the fin- 
ancial statements. 

The deposit figures as part of the 
assets, just as a building does or a 
security; but if it is only an asset good 
in a specific state the company is not 
so strong as the agents or brokers feel 


it is. The Departments, too, size up the 
assets as a whole, and do not split 
them up. 


The expense of receiverships is great 
and often an unnecessary burden as 
some of the receivers collect as much 
as 4 or 5%. When a company is unfor- 
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Incorporated 1849 


Metropolitan Fire Agent 


C. G. Smith 
1 Liberty Street 


Service Department 


I Liberty Street 





SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


New York Offices 


Geo. A. Hill, Jr., Special Agent 


=> 


Cash Capital $2,500,0( ).09 


General Marine Manag< ~-s 


Talbot, Bird & Co., Inc. 
63-65 Beaver Street 


Metropolitan Auto Agert 


Leslie D. Forman 
75 Maiden Lane | 
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tunate enough to be forced into a feder- 
al receivership the expense is often ap- 
palling, with items creeping up in the 
most unexpected places. It was knowl- 
edge of this fact which made the New 
York and Pennsylvania departments use 
so much over-night speed in taking over 
the Hannevig companies before the 
Federal Court could put its hands upon 
them, a meritorious bit of public ser- 
vice for which the policyholders have 
been grateful ever since. 

Another argument in favor of the 
New York Department is that in the 
case of New York companies, it has in 
its possession all the data and o-her 
records, matter not easily available to 
receivers from a distance. Still another 
point is that the receiver at a distance 
is careless or over indulgent in allowing 
claims, favoring the local claimant 
against the New York corporation al- 
most invariably. 

Letter From Department 
The New York Insurance Depart- 








Actual market value for all securities 





D. H. Dunham, President 
Nea) Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. B. Rassinger, Aso’t Sec’y. 
John A, Snyder, Secretary 


MECHANICS 


ef Philadelphia 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 


Capical ..........$ 600,000 


Reserve Reinsur- 
ance Fund...... 1,465,929 
159,357 


Reserve all other 
liabilities ...... 
564,541 


Net Surplus ...... 





Total ............$2,789,828 
Policyholders Surplus, $1,164,541 








D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 
Capital ..........$1,250,000 


Reserve Reinsur- 
ance Fund ..... 5,191,079 


Reserve all other 
liabilities ...... 1,205,347 


Net Surplus ...... 2,086,742 





Total ............$9,733,168 
Policyholders Surplus, $3,336,742 











H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t. Sec’v. 


THE 
Girard F. & M. 
INSURANCE CO. 
of Philadelphia 
Organized 1853 
Statement February 16, 1921 
ASSETS AND LIABILITIES 


Capital ...........$1,000,000 


*Reserve Reinsur- 
ance Fund ..... 2,295,788 


*Reserve all other 
liabilities ....... 
Net Surplus ...... 


60,940 
449,841 





Total ............$4,006,570 


Policyholders Surplus, $1,449,841 
*As of December 31, 1928. 
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Loyal to friends and loyal agents 
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ment outlined its position briefly jp 
a letter which it sent to policyholders 
of the Casualty Company of America 
extracts from which follow: ; 

“The insurance laws of New York 
State, enacted several years ago, elim. 
inated receivership proceedings and 
placed the liquidations of insurance 
companies under this Department. The 
object of this was to do awav with the 
enormous expense incidental to receiy. 
ership proceedings. The Superinten- 
dent of Insurance and the Chief of the 

Liquidation Bureau, who are in charge 
of all these liquidations receive salaries 
from the State of New York for their 
services, and the salary of the Chief of 
the Liquidation Bureau is pro-rated 
among the companies in _liquida- 
tion. No part of the salary of the 
Superintendent of Insurance is charged 
to the company in liquidation. This 
is borne by the State of New York. 
fhe Superintendent and his liquidator 
are prohibited from receiving any com- 
pensation other than their salaries. 
This makes them impartial officers, .and 
disinterested in the outcome of the 
liquidation, or procuring any of the as- 
sets in order to recover fees for collec- 
tions, as is usually done in receiver- 
ship proceedings and bankruptcy. 
“Theses beneficent laws go with the 
New York companies wherever they 
transact business, but it seems that 
the other states have not yet 

grasped the benefits which are intended 

by the statute. The inexperience of 
lawyers and citizens of other states, 
coupled with their desire to hold as- 
sets, without consideration of the re- 
sults, merely causes loss to them as is 
evidenced in this case. The object of 
our laws is to have but one liquidator 
and one expense, rather than several 


separate liquidation proceedings in as 
many states with attendant expenses. 

“Therefore, whether you appear in an- 
other state’s proceedings or not th» New 
York liquidator will pro-rate the sse*s 
received by the receiver in you: state 
among your citizens who file cla ms iu 
New York and deduct the p:-rata 
shares of your citizens from th: divi- 
dends on the claims from this ther 


state allowed in the New York pr. ceed- 
ing. This will place the creditor 
that state on a par with the cr: ‘itors 
of other states iti which no s: 
receivers are conducted nor asse  dis- 


tributed. Otherwise, the credits of 
that state and other states in ich 
the assets are distributed to th: © cit- 
izens respectively would be pre «red 
in the distribution. The credit of 
all states relied upon the assets the 
Casualty Company of America lier 


ever deposited or situated.” 
Court Decisions 


The court decisions relative t. tied 
up funds of an insurance compa: are 
of interest in any discussion © this 
question, the most important be! ~ the 
case of Martyne vs. American ion 
Fire, the Philadelphia company ¥ :0se 


failure is still 
sion in agents’ conventions. 
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the law books as 216 N. Y. and was to 
this effect: 
“Comity requires us to send ‘hese 
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funds into the state of Pennsylvania 
where they can be cheaply adminis- 
tered and equitably distributed to every- 
pody. The New York State laws pro- 
yide that the insurance liability shall 
cease and terminate when the order of 
liquidation is granted, or at such time 
as ihe court might fix. This is recog- 
nized by the New York department. 
Other states, however, have often al- 
lowed claims made after date of liquida- 
tion fixed by courts. 


me pertinent digests from court 
decisions are reproduced herewith: 


Murfree, in his admirably accurate 
wor! on foreign corporations, said: 


Where the peeretawey which creates a_cor- 
pora ion, anticipates the contingency of its 
insolvency and dissolution and in granting its 
corporate franchise makes provision for such 
a result, providing a scheme of liquidation 
and lirecting how its assets shall be_ preserved 
and (nally distributed among its creditors, such 
enactments become a _ part of the corporate 
charicr, which goes with the company wher- 
ever its existence is recognized, and all per- 
sons dealing with it in whatsoever jurisdic- 
tion, are charged with notice thereof and 
boun! thereby. Thus, where the charter pro- 
vided that in the event that the capital of a 
life surance company becomes impaired, it 
shal! be the duty of the insurance commis- 
sionc: to proceed against the company to an- 
nul its charter and wind up its affairs; and 
further provided a scheme of liquidation, 
whic) contemplated the audit and allowance 
0 | demands against the corporation, in- 
cluding the reserve due on all outstanding 
policies, it was held that policyholders in 
another State must be presumed to know the 
terms of its charter, and of the laws regulat- 
ing its existence, and that after such proceed- 
ings have been instituted against it, in the 
State of its creation, they cannot maintain 
suits against it for the reserve value of their 
policies, by attachment of the property of the 
company within the other State, but must be 
remitted to their remedy under the scheme of 
liquidation so provided. The same principle 
applics to an action against such a company 
on a death claim, under similar circumstances. 
And where the charter specially provided for 
a receiver in the event of the company’s in- 
solvency, a domestic receiver, appointed in 
pursuance of such provision, was held to be 
entitled to control of assets even in a foreign 
jurisdiction. Parsons v. Charter Oak L. Ins. 
Co., 31 Fed., 305. And so, too. where the pro- 
vision is that a certain specified official shall 
become the company’s successor, and that its 
assets shall vest in him to be properly dis- 
tributed among its creditors, the claims of 
such official to the corporate .assets will be 
preferred to those of local attaching credit- 
ors. Bockover v. Life Ass’n, 77 Va., 85 

In Bank Comm. v. Granite State Prov. 
Ass'n, 70 N. H. 557, the Court said, at 
page 

Creditors and shareholders of the . corpora- 
tion when*they became such. wherever the 
transaction took place, impliedly aereed that 
in case of insolvency the final settlement of 
the corporation’s affairs ‘should be made in 
ow State and be governed by the laws of the 
tate. 


In Marshall v. Wendell, 45 A. D., 120, 
the Court said at page 122: 


It is the policy of the law, in order to ex- 
pedite the administration, avoid excessive ex- 
pense, and secure uniformity in remedies and 
equality in rights among creditors, to bring 
all claimants against the estate into the com- 
mon forum, which will be provided, if neces- 
sary, in the action itself in which the corpo- 
ration is dissolved and the receiver avpointed. 
Code Civ. Proc., Section 1806; 2 Rev. St.. pave 
48, Section 73; Sands v. Kimbark. 27 N. Y.., 
147; Rinn v. Insurance Co., 59 N. Y., 143; 
Austin v, Rawdon 42 N. Y.. 155; In re Har- 
mony Fire & Marine Ins. Co., 45 N. Y.. 310; 
Phoenix Foundry & Machine Co., v. North 
River Co., 33 Hun, 156 


In Rinn v. Astor Fire Insurance Co., 
59 N. Y., 143, the Court of Appeals said 
at page 147: 


It is essential to the complete and_ proper 
administration of the system established by 
the statute, that all questions respecting the 
claims of creditors upon the fund in the hands 
of the receiver. and its distribution. and the 
accounting by the receiver should be determin- 
ed upon an application to the Court in the 
action in which the receiver is appointed. 
Each creditor has the right to be heard in re- 
spect to his own demand, and to contest the 
demands of others. (9 Paige. 60; 2 Barb. 
Ch.. 35). If the receiver can be called upon 
to account by any creditor in any district of 
the State, and to litigate with him. in a dis- 
tinct proceeding, the question of his right to 
Payment out of the fund. and that too as in 
this case without notice to other creditors, it 
would produce great inconvenience, and en- 
tail creat and useless expense. and would be 
likely in many cases to prejudice other claim- 
ants 


m™ 





BESSANT ASSUMES NEW DUTIES 


W. T. Bessant, special agent of the 
Atlas for the eastern half of New York 
State, spent a few days at the home 
Office in order to familiarize himself 
With its methods. He is now ready 
to begin his new duties in the field, Mr. 
Bessant was formerly rating manager 
for the Underwriters’ Association of 
New York State at Syracuse. 











OME three centuries 
and more ago, our an- 
cestors set apart a day 

of Thanksgiving for the 
fruits of their first har- 
vest, and for the protec- 
tion given them by an all 
kind Providence. 


Considering their condi- 
tion and time, it was little 
they had to be thankful 
for, yet they, in all those 


perilous times, were mindfully grateful. 


Tceday, we are pioneering in an era of read- 
justment and it behooves us, like our Pilgrim 
forefathers, to give thanks for Peace and 
an imminent return to Business Prosperity ; 
- for work to do, with the Health and ability 
to do it; for the Security of our home and 
children; and for an unshaken Faith in our 


fellow men. 


Somewhere on this earth the sun is always 


shining. 


Look toward the sun. 








ORGANIZED 
1853 





CASH CAPITAL 
$12,000,000 








THE HOME 


INSURANCE COMPANY 





NEW YORK 


ELBRIDGE G. SNOW, President 


NEW YORK OFFICE: 56 CEDAR STREET 





STRENGTH 


REPUTATION 
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Cairns Made Eastern 
Head Fireman’s Fund 


GOES TO BOSTON JANUARY 1 








Made Early Reputation in Improved 
Risk Department; Well-Rounded 
and Respected Underwriter 





President Levison, of the Fireman’s 
Fund, could not have made a better 
appointment than he made a few days 
ago during his Eastern sojourn when 
he named Edward T. Cairns as man- 
ager of the Eastern Departments of 
the Fireman’s Fund and the Home Fire 
& Marine, succeeding Arthur K. Simp- 
son, who retires in accordance -with 
he retirement plan established by the 
Fireman’s Fund some years ago: Mr, 
Cairns is a distinguished figure in 
metropolitan underwriting circles, an 





E. T. CAIRNS 


underwriter of the top rank, and his 
many friends in New York will regret 
the loss of his companionship here as 
he goes to his new post in Boston the 
first of the year. 

Manager Shallcross, of the North 
British & Mercantile, of which company 
Mr. Cairns was assistant United 
States manager, expressed great re- 
gret when he heard he was leaving 
and ‘that also reflected the sentiments 
of the North British & Mercantile and 
allied companies’ s‘affs. 

Mr. Cairns was born in a city which 
has bred many an underwriter, Hart- 
ford, and his preliminary training was 
with the Factory Insurance Associa- 
tion with which organization he was 
connected for eight years and made 
quite a reputation in engineering and 
insurance circles. As an inspector he 
traveled from one end of the Hastern 
territory to the other. His association 
with the North British & Mercantile 
started in the improved risk depart- 
ment in 1900, where his responsibilities 
increased until he became manager of 
the department for the United States. 

Later his activities were broadened 
considerably; he continued to advance 
and in 1916 he was made vice-president 
of the Pennsylvania. Two years later 
he received another title, assistant 
United States manager of the North 
British & Mercantile. 

Mr. Cairns’ early training made his 
services in demand for various com- 
mittees, in both the National Board 
and the National Fire Protection Asso- 
ciation. One of the most important 
committees of which he was chairman 
was that on building construction. No 
underwriter in the country is better 
posted on that subject than he is. 

The jurisdiction of the Bastern De- 
partment of the Fireman’s Fund is 
New England, New York State and 
Middle Department down to Virginia, 
and including West Virginia. 
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A. K, Simpson to Retire; 
Popular Boston Figure 


THINKER, STUDENT, LISTENER 








Joined Fireman’s Fund in 1887 as Spe- 
cial Agent of Eastern Department; 
~ Lifetime of Service 





BY JOHN BUCHANAN 
The retirement of Arthur K. Simpson 
as manager of the Eastern Department 
of the Fireman’s Fund and Home Fire 
and Marine, which is scheduled for Jan- 
uary 1, at which time Edward T. Cairns 
will take the Eastern management of 





ARTHUR K. SIMPSON 


these companies, will remove from the 
insurance district of Boston one of its 
most lovable characters. 

I have been asked by The Eastern 


Underwriter to write a little character 
sketch of Mr. Simpson, whom I have 
known for years. 


If you are one of-his intimates, you 
know exactly where to find him out of 
office hours—at the Boston . Athletic 
Association, of which he is one of the 
board of governors, in the winter, and 
at the Corinthian Yacht Club at Marble- 
head, in the summer. 

Mr. Simpson enjoys a wide popularity. 
He is a quiet man, a listener and a 
thinker. Like his distinguished prede- 
cessor in office, Colonel Kellogg, he is a 
strong believer in the theory that 
silence is golden. 

It must not be inferred that “A. K.” 
is not affable. He is amiability per- 
sonified, but his deepest rooted aversion 
is in placing himself in the spot-light. 
He once knew a reporter who asked him 
for material for a personal “write-up” 
when he succeeded Colonel Kellogg in 
guiding the fortunes of the Fireman’s 
Fund in the East. All he said was 
“hell” and then talked pleasantly about 
everything that had no bearing what- 
ever on himself. 


The “who’s who” man had little- bet- 
ter luck, for all that he got by diligent 
research was that he was born in Mill 
Creek, Ohio, in 1855, and that he was of 
Scotch-Irish descent. He ascertained 
that Mr. Simpson had received a public 
school education and had spent all his 
life in fire insurance 


Mr. Simpson is a man of large bulk, 
kindly eyes and possesses a deep bass 
voice that rumbles. When one talks 
with him he wheels his chair around 
and looks squarely into the eyes of him 
who is being received. His is the judi- 
cial manner and bitter is his speech 
when his ire is aroused. But he is slow 
to wrath and quick to forgive and give 
the erring another chance. 


As a field man in his early days Mr. 
Simpson ranked as one of the best. He 
was long understudy to Colonel. Kel- 
logg, whom. he admired with all the in- 


tensity of his generous nature. He en- 
joys the confidence of the executives of 
the Fireman’s Fund and he has success- 
fully guided its fortunes in and out of 
season, for during the strain following 
the San Francisco conflagration, these 
two men, Kellogg and Simpson, stood as 
granite in stoutly maintaining that the 
Fireman’s Fund colors would remain 
mast-high. 


Mr. Simpson recently said.that he had 
only one worry, and that was as to 
what can be done about new quarters 
for the company in Boston since the 
Employers’ Liability has bought the 
Mason Building, which the Eastern De- 
partment of the Fireman’s Fund has 
occupied for more years than he cares 
to count up. 

In a statement issued. by President 
Levison, of the Fireman’s Fund and the 
Home Fire and Marine, he said: 

“Mr. Simpson joined the Fireman’s 
Fund in 1887 as special agent of the 
Eastern Department, was made assist- 
ant manager in 1894 and upon the death 
of Manager Kellogg in 1909 was made 
manager of the department. He has, 
therefore, earned his honorable retire- 
ment not alone by reason of age, but 
also as an appreciation of a lifetime of 
service notable for its unique character 
and seldom, equalled.” 





NEBRASKA LIQUIDATION 


A representative of the Nebraska in- 
surance department was recently in 
New York studying the work of the 
New York Department’s Bureau of Li- 
quidation. Nebraska installed its de- 
partment only a short time ago. The 
only other state having a liquidation 
bureau is Pennsylvania. 





Williams & Walton have been ap- 
pointed agen‘s of the Norwich Union 
in Philadelphia. 





B. M. 
CROSTHWAITE 
AND 


COMPANY 


Fire and Automobile 
Insurance Specialists 


Lines Bound Anywhere 
in New York State 





45 JOHN STREET 
New York City, N. Y. 


Telephone 5784 John 
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Wood-Fourth Insurance Agency 
GENERAL AGENTS 


ARROTT BUILDING, PITTSBURGH, PA, 
H. A. LOGUE 


Chairman 


C. M. LOWRIE, Pres. EDW. A. LOGUE, Vice-?res, 











JOS. WINGERSON, Sec’y. H. C. NIEHAUS, Treas. 
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Superior Fire Insurance Co 
PITTSBURGH, PA. 
Incorporated 1871 
A. H. TRIMBLE, Prest. EDWARD HEER, Vice-Pres. & Sec’y 
H. J. A. FINLEY, Asst. Secretary 


Why not make room in your agency for a conservatively manag: 1, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for half a century? 


Capital $600,000.00 Net Surplus $585,340.40 
Assets $3,067,548.54 








Wr 
“« [MPORTERS, 
no EXPORTERS 
Insurance Co, 


OF NEW YORK 
47 BEAVER STREET 

















WM. B. CLARK 


2 


102 Years. of Service 


Losses Paid over $195,000,000 


President 





307 FOURTH AVENUE 


LOGUE BROS. & CO. Inc. 


Established 1886—HARRY C. FRY, Jr., President 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 
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PACIUTIES | CHARENCE A. KROUSE £& CO. 1) SaPeraction 
LOCAL AND GENERAL AGENTS 
ALL LINES 325 WALNUT STREET PHILADELPHIA. PA. ALL LINES 
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Lane Gives Advice 
To Underwriters 


—_—— 


DEVELOP COURAGE, HE SAYS 





Examiners Should Be Unafraid to Use 
Personal Judgment; Association 
Dinner Well Attended 





Fully 250 members of the Examining 
Underwriters Association of New York 
packed themselves Tuesday evening 
into the Brooklyn Chamber of Com- 
merce banquet hall to hear Otho E. 
Lane, president of the Niagara Fire, 
and James V. Barry, of the Me‘ropoli- 
ian, speak. This was the initia] get- 
together of the current season, and a 
highly successful one for an organiza- 
tion which has been in existence only 
one year. The Examining Underwrit- 
ers Association is a live-wire club, and 
likewise alive to possibilities for 
expansion and good which lie before it. 
President O. A. Marrin presided during 
the speech-making, while pianists and 
singers led a musical uproar during the 
neal. 

President Lane, an enthusiastic and 
sincere advocate of all movements to 
improve the educational opportunities 
of young men in fire insurance, stated 
at the outset of his talk that his com- 
pany approved the spirit which called 
forth such an organization with social 
and educational aims. He praised the 
possible accomplishments of the asso- 
ciation, particularly the growth of 
friendships which now are almost im- 
possible within company offices them- 
selves because of the high degree of 
departmental specialization drawing 
groups apart instead of bringing em- 
ployes and executives into closer per- 
sonal contact, 

Foremost in Mr. Lane’s mind was 
the idea that examining underwriters 
should develop greater judgment, more 
personal courage to decide unaided 
upon the many problems confronting 
them daily in their reviews of reports. 
The tendency to-day is, he said, to 
agree to rates and conditions set forth 
in daily repor‘’s rather than exercise 
individual initiative and insist upon 
what alterations might seem to be ad- 
veable in view of the extent of liability 
assumed. 


There is less knowledge to-day in 
examining departments of rates than 
as the case twenty years ago, Mr. 
Lane stated. This is the result of the 
of bureaus and associations 
specializing in rate-making; but the ex- 
aminer should not be freed, however, 
from the duty of understanding rates 
and insisting upon the application of 
proper rates to risks which his com- 
pany is asked to underwrite. 

Another bit of advice cast»before the 
examiners by the speaker was a warn- 
ing that “consistency is a puerile temp- 
tation.” In other words, an examiner is 
hot duty bound to follow the decisions 
of his predecessors and refuse to in- 
dulge in back thinking. There should 


be consideration of. conditions as they . 


exist to-day in fire underwriting. 

Mr. Lane urged support for the In- 
surance Institute of America, outlining 
in detail the educational advantages 
which accrue to men who take its 
courses and successfully pass the pre- 
scribed examinations. 

The irrepressible Mr. Barry, with his 
fndless string of gloom dispelling 


stories, also spoke. He always preaches 
smiles, and yet never prefaces his own 
witticisms with one of those self-same 
He is a true humorist, 


smiles. 
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Regan’s Liquor Lost 
Through “Perils of Sea” 


SUIT OF FORMER HOTEL MAN 








Action Against Washington Marine, 
Says Consignment of Booze Was 
Worth $25,000 





The adventures and perils of the sea 
are blamed by James B. Regan, for- 
merly proprietor of the Hotel Knicker- 
bocker, for the loss of $15,000 wor'h of 
whiskey and champagne brandy which 
he possessed once, but has no longer. 
He wants an insurance company to pay 
for it, according to a policy which he 
took out in January, 1920, just before 
shipping the wet goods overseas on 
board the freighter Wakula. 

He filed an action in the Supreme 
Court Saturday demanding that the 
Washington Marine reimburse him for 
the lost liquor. His complaint rests 
upon the material allegation that the 
liquor was destroyed “by the perils of 
the sea.” The policy he had did not 
provide against theft, and Regan is 
powerless to claim that the brandy and 
whiskey were stolen. 


The papers on file give no intimation 
of the condition of the crew when the 
Wakula reached France, and are silent 
also on the point of whether the liquors 
were packed away in a way to resist 
the craving of man or to incite it. 
Regan says his consignment when low- 
ered into the ship was of the value of 
$25,000. He demands that his insurer 
pay him $15,402.44, which is less than 
the value of his liquor now, but its 
value at high noon the day the Wakula 
sailed. 





DIPLOMACY 


Diplomacy is just as essential ‘to 
success in selling as it is to the amica- 
ble adjustment and maintenance of in- 
ternational relations, says a writer in 
Sales Sense. After all, the salesman 
is the company’s ambassador and as 
such must be a pastmaster in the art 
of saying and doing the right thing at 
the right time and above all in the 
right way. 

Tact—diplomacy’s other name—is a 
mental quality which directs the sales- 
man, almost instinctively, along the 
proper line of action. Some are firmly 
convinced that such skill is inborn. 
Possibly it is in some cases, but just 
the same any salesman who makes con- 
stant and intelligent attempts to de- 
velop tactfulness will soon find his 
efforts producing results. 

Good judgment and common sense, 
which are the foundations of tact, can 
be cultivated very successfully by any- 
one who seriously undertakes arid per- 
severes in the task. 


Diplomacy pays—so study. TRY. 





BEST’S NEW DEPARTMENT 

The Alfred M. Best Company has 
established a survey and engineering 
department. Two new additions to his 
organization are Edwin H. Seaman, 
formerly with Johnson & Higgins, and 
Harry D. Gue, formerly of the Auto- 
matic Sprinkler Company of America, 
who will‘ be associated with the new 
department, which will examine and 
make constructive criticism of physical 
and operating conditions, checks on 
rating schedules and will go thoroughly 
into the question of ‘correct and ade- 
quate coverage. 





NOTTINGHAM IN CHARGE 

Manager Nottingham, of the Liver- 
pool & London & Globe at Birmingham, 
England, is temporarily in charge of 
the United States branch of the Liver- 
pool & London & Globe. He has been 
here two weeks. 

It is reported in the South that J. G. 
Pepper will be made Southern manager, 
succeeding Clarence F. Low, New Or- 
leans, 
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Accurate 


Pump Tank 












Special discounts on all 

items to Fire Insurance 

Agents. Write Nearest 
Office. 
















MW. 


Chemical fire engines of all types. 
Capacity 20 and 40 gallons. 









Pyrene Liquid 
Should always be used in the Py- 
rene Extinguisher. N 
water or commercial carbon tetra- 
chloride—the use of either. will 
cause corrosion and may ruin the 
extinguisher. 

So'd by insurance agents everywhere 


Guardene Recharge 
Containing the necessary amount of 
soda and acid, of the grade and strength 
required for use in the extinguisher. A 
handy package for the dealer. 

Sold by insurance agents everywhere 


Accurate 5-Gal. Pump Tank 


For outdoor danger spots and buildings with a dan- 
ger of freezing, install the Accurate Five-Gallon 
Pump Tank. 
the Pump Tank is efficient at 40° below zero. Its 
double-acting pump throws a powerful, steady 
stream for forty feet. 

In heated buildings, just fill the tank with plain 
water. It is an ideal substitute for fire pails, Ca- 
pacity § gallons. 


Chemical Engines 
Made in various styles and sizes, for indoor and 
outdoor protection. Each engine equipped with 
hose and shut-off nozzle. Sold by insurance agents. 


| Labeled 


By the 


Underwriters’ Laboratories 


Pyrene Extinguisher 


One-quart capacity, with double-acting pump. 
Handles oil or grease fires—in fact, any fire in its 
early stages. Especially suitable for electrical fires. 
An idea! extinguisher for the home—small, light 
and easy co operate. 
And for the auto. The installation of Pyrene on 
a car reduces fire insurance 15 per cent. 


Never use 





Pyrene 
Recharge 


Guardene Extinguisher 
The 2)4-gallon soda-acid type. 
standard protection for buildings where there is no 
danger of freezing. 


Recognized as 





Guardene 
Recharge 


By the use of Accurate Freeze-Proof 


Accurate Freeze-Proof 
Protects the pump tank from 
freezing. Packed in three sizes 
—10 lb., 15 lb., and 20 lb.—for 
various temperatures. 

Sold by insurance agents everywhere 
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Freeze-Proof 


ng 


FIRE 
APPLIANCES 


PYRENE MANUFACTURING 
COMPANY, Inc. 
17 EAST 49th ST., NEW YORK CITY 


ATLANTA CHICAGO 
24 Nassau Street 17 So. Jefferson Street 
KANSAS CITY SAN FRANCISCO 
1712 Grand Avenue 527 Mission Street 


There is a Pyrene Product for every class of 
Fire Protection and Industrial Safety 
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COLUMBIAN NATIONAL 
FIRE INSURANCE COMPANY 


Built on its REPUTATION of SER- 
VICE to its LOCAL AGENTS 
The sign of the COLUMBIAN NA- 
TIONAL backed by its integrity is the 
sign of good insurance 

T. A. LAWLER, General Manager 
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_ NEW YORK STATE DEPARTMEN; 


Established 1906 


Superior Fire Insurance Co. of Pittsburgh, Pa. 
Allemannia Fire Insurance Co. of Pittsburgh, Pa. 
Capital Fire Insurance Co. of Concord, N. H. 
Georgia Home Insurance Co. of Columbus, Ga. 
United American Insurance Co. of Pittsburgh, Pe. 


Exceptional Service to Agents 





" PERCY B, DUTTON, Manager, ROCHESTER - 
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Grocers Have Enough 
Of Reciprocal Cover 


GO BACK TO STOCK COMPANIES 





Ridencur-Baker Mercantile Company 
Find Narrowing Difference of Cost; 
Now Have Mentai Comfort 





The reciprocals have lost a $400,000 
line in the West, just one of quite a 
number which are passing out of their 
hands. 


The line is that of the Ridenour- 
Baker Mercantile Company, wholesale 
grocers of Oklahoma City. This is an 
old, wealthy, well-established grocery 
company, the parent company being 
located in Kansas City. 

Some six or eight years ago when 
the risk was equipped with automatic 
sprinklers the grocers took their busi- 
ness away from the stock companies 
in order to place it with the recipro- 
cals operated by John R. Waters, of 
New York, Attorney-in-Fact. At the 
time the reason given for making this 
change was the low cost of the recip- 
rocal insurance and the further fact 
that friends recommended it. 

Several weeks ago one of the man- 
agers of the Ridenour-Baker Mercan- 
tile Company was in the office of the 
T. E. Braniff Company. Oklahoma 
City, and said that he had given back 
to the agent from whom he had origi- 
nally taken the business all of the 
insurance he had been carrying with 
rhe reciprocals, and such insurance was 
now written in stock comnanies. 

Asked by T. E. Braniff for the reason 
which caused this change, he replied 
that he was influenced by many con- 
siderations, among the most imnortant 
of which is the fact that the d‘fference 
in cost between the reciprocal and 
stock insurance is now not very large, 


and Mr. Waters, the original Attorney- 
in-Fact, is dead; and the grocers. have 
no way of determining whether the re- 
ciprocals will be as successful under 
the new management. 

In addition to these outstanding 
reasons there were many other argu- 
ments against the reciprocal system of 
insurance, all of which have been 
taken into consideration and which 
have caused them to feel a growing 
sense of uneasiness, especially during 
these trying times. 





J, M. LARMORE, PRESIDENT 





Heads Indiana Association; Committee 
Appointed to Keep in Touch 
With Department Rulings 





J. M. Larmore of Anderson, Ind., 
well known in the Indiana field before 
he entered local agency work in that 
State, was elected president of the 
Indiana Association of Insurance 
Agents at its annual meeting at Indi- 
anapolis last week. An interesting le‘- 
ter of his on sound insurance was 
printed in The Eastern Underwri'‘er’s 
Red Book number. Harry Miller of 
Seymour is vice-president and D. E. 
Dubail of South Bend secretary-treas- 
urer. 

Resolutions were adopted warning 
agents against putting too much de- 
pendence on companies’ brokerage de- 
partments, strongly upholding the poli- 
cies of the National Association and 
providing for the appointment of a 
committee to keep in touch wi‘h all 
rulings of the Indiana department and 
send them on out to the agents over 
the State. The graded dues system was 
adopted. 

Walter H. Bennett, of Ntw York, sec- 
retary of the National Association of 
Insurance Agents, and G. E. Turner 
of Chicago, manager and counsel of 
the Casualty Information Clearing 
House, were the principal speakers, 


21,000 Policies Out 
Of 80,000 “Not Taken” 
In One Big Office 


REAL PROBLEM ON THE STREET 





Why So Many Cancellations? Why 
So Much Changing of Mind? 
Who is Responsible? 





Sentiment against the “non-taken” 
policy evil is spreading throughout the 
country, and would be widespread if 
agents had any conception of the num- 
ber of these policies. 

Just to illustrate: one of the great 
insurance offices writing in a thickly 
populated territory, but dealing with 
extremely intelligent as well as the 
other kind of agent and broker, wrote 
more than 80,000 policies during the 
year 1920. How many of the number 
would the average insurance man figure 
would be returned non-taken? Guesses 
would vary. The accurate figure was 
21,000. 

Now, who were the thousands of per- 
sons to whom these contracts were is- 
sued? When the transaction was closed 
did they not believe that they had ar- 
ranged coverage for the term of the 
policy, or was something else in their 
minds? What was in the minds of the 
agents and brokers who figured in the 
eases? Certainly, the insurance com- 
pany was on the level when it issued 
the policies. Think of the extra cleri- 
cal work needed to handle 21,000 poli- 
cies which do not run out the full term, 
work on a dead transaction, 

There is a certain expense attached 
to the writing and canceling of a fire 
policy. It. differs of course in various 
offices. For one office the exact cost 
of handling the details of a “non-taken” 
compensation policy is $3.06. That is a 


pretty large multiple when the cost of 


the non-taken compensation policies js 
arrived at. 
The companies are starting to dis. 


cuss this subject in their company pub. 
lications and in other directions. Here's 
what the Home has to say about the 
leak: 

“It is reliably estimated tha‘ one pol- 
icy out of every four or five is re 
turned, a large percentage of them 
‘spoiled’ or ‘not taken.’ The time and 
effort wasted by agents issuing these 
policies, and the cost of these unpro- 
ductive transactions to the company, 
can be saved in a great majority of 
cases by the exercise of proper care 
and foresight. Agents are frequently 
obliged to recall, for non-payment of 
premium, policies issued without pre. 
vious investigation, entailing loss to 
agent and company alike—to the con- 
pany the earned premium for the time 
the policy was in force and to the agent 
the cost of his time and labor. The 
individual cases may appear trivial, 
and doubtless do, but in the aggregate 
the waste is large. It is an evil of our 
business that can be corrected, at a 
substantial saving, by the agent ascer- 
taining whether— 


“The insurance, or its renewal, is really 
desired; 

“The amount of the policy is to be 
changed; 

“The latest promulgated rate is on file; 

“The form and coverage is sufficient 
for all needs and requirements. 


“Will you assist so far as your agency 
is concerned?” 





HALL & HENSHAW GET CENTURY 

Henry W. Brown & Co, United 
States managers of the Century Insur- 
ance Company, of Edinburgh, has an- 
nounced the appointment of Hall & 
Henshaw as metropolitan agents of the 
Century, succeeding Darby, Hooper & 
McDaniel, resigned. The Century writes 
only fire in this country. 
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FRED. S. JAMES 


GEO. W. BLOSSOM 


FRED. S. JAMES & CO. 


123 William Street, NEW YORK 


UNITED STATES MANAGERS 
General Fire Assurance Co., Paris 
Urbaine Fire Insurance Co., Paris 


Eagle, Star & British Dominions Ins.Co., Ltd., London 





Assistant United States Managers : 


CARROLL L. DE WITT 


P. A. COSGROVE 


0. F. WALLIN 


WM. A. BLODGETT 





WESTERN DEPARTMENT 
175 West Jackson Bvld. 
Chicago 








PACIFIC COAST DEPARTME!T 


362 Pine Street 
San Francisco 
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Donaldson to Be Main 
Figure at Hotel Astor 


HE WILL GET WARM WELCOME 


Await His Hot Shot On Adjusters 
Which He May Give “Between 
Sessions” 





The life presidents, the life counsel, 
the mutuals, the Pamunkeys—all sorts 
of associations are to meet here early 
in December just after, just before or 
during the time the commissioners 
meet. so the Hotel Astor is going to 
be an insurance magnet of great con- 
sequence about that time. One thing 
prett’ certain is that when President 
Done 'dson, of the Commissioners’ Con- 
yent'on, calls it to order there will be 
a resounding burst of applause that 
will shake the very rafters. It will be 
the {rst convention of commissioners 
en record where the head of the whole 
shebang is an individual who is under 
arrest. But a lit‘le thing like that will 
not bother the commissioners; they 
will -ather regard the warrant as a 
padge of honor because “Tom” Donald- 
sen was Only doing his duty when he 
started out to purify the fire insurance 
joss adjustment situation in Philadel- 
phia, which brought about the court 
proceedings which the Attorney Gen- 
eral of the State is fighting for him. 

All of which recalls the speech “Tom” 
Donaldson made on loss adjustments at 
the recent convention of the commis- 
sioners in what might be called “the 
oasis’ State. After delivering a Big 
Bertha of hot shot at the public ad- 
justers of Philadelphia, using such ex 
pressions as trimmer, trickster, per- 
jurer, he said: “The time is not ripe 
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for me to present here all that I desire 
to present. Eventually, I shall submit 
to the commissioners many things of 
interest and between sessions if need 
be.” 

It is hoped that he will do his talking 
right out in the open at sessions, as 
everybody will be interested. Mr. Don- 
aldson will also be one of the principal 
speakers at the life presidents’ con- 
vention. 

Would Organize Real Fire Patrol 

Recently Mr. Donaldson gave his 
opinion of what a real fire insurance 
patrol would be. Along that line he 
said: 

I would organize a fire insurance patrol 
which actually patrolled, and I would combine 
with it a salvage squad and a pick-and-shovel 
brigade. There would be a night and day 
service; immediate “getting on” and “remain- 
ing on” any loss of size; immediate clearing 
away of debris; removal of all goods te a 
spacious warehouse; arrangements for imme- 
diate rehabilitation of partly damaged goods. 
The honest business man who suffers a loss 
needs immediate help. His troubles are mani- 
fold. The companies’ troubles are 1 per cent. 
of his. Every loss should be followed; the 
large losses immediately; the smaller losses 
within a few hours after the occurrence; and 
photographs should be taken of every loss, 
whether a million dollars be at stake or $100 
at stake in a fake loss in a dwelling. And 
civil engineers and chemists should be used. 
And, statements of eye witnesses, or near 
witnesses, should be carefully written down, 
and a record kept of the “repeaters’”—those 
who have frequent fires—and the companies 
advised to deny them coverage. 


A special patrol, with an auto fleet, imme- 
diately “on the job” would absolutely drive 
the public adjuster out of business. It would 
drive the arson men out of business for the 
basic reason that the greater the care re 
quired in “planting” a fire, the fewer the at 
tempts and the greater chance of apprehending 
the professional. Further, evidence gotten dur- 
ing a fire, and directly after a fire—not weeks 
after a fire—wil] finally win its place as evi 
dence first hand, though circumstantial. If 
you cannot prove the impossible, you can es 
tablish something almost possible; and if the 
defendant’s previous record is bad he will stand 
small chance of acquittal. Keep in mind that 
the number of actual criminals is small; very 
small indeed. One bad man’s deeds have a far 
reaching effect, but if you apprehend him— 
and his aides and abettors—you accomplish 
much. In fact, a trial without conviction ac 
complishes much because defences cost money. 


Another interesting figure at the 
commissioners’ convention will be the 
new Colorado commissioner, Mr. Coch- 
rane. Recently the Governor of Col- 
orado said he would put some life 
underwriters in jail if they did not stop 
“undermining” the Colorado Depart- 
ment. What they had done was to 
back up Commissioner Earl Wilson of 
Colorado in his fight on a Moun'‘ain 
States Life proposition. Wilson's sal- 
ary was held up by the State. 

Mayor Travis of Kansas, who has 
been making trouble for some of the 
companies, will be on hand. There are 
rumors that there is a search on for 
his successor. His term doesn’t ex- 
pire officially for more than a year yet. 








W. N. BAMENT UMPIRE 


Home Man to Decide Points Arising 
in Adjustment of Armour Ele- 
vator Loss, Chicago 


The selection of W. N. Bament, chief 
adjuster of the Home of New York, as 
umpire in the controversy between the 
fire companies and the Armour inter- 
ests over the loss on the Armour eleva- 
tor at South Chicago, the largest in the 
country, last March, is 
bring about a speedy settlement of the 
matter on a basis which will be satis- 
factory to both parties. Mr. Bament 
presided at two hearings held in Chi- 
cago last week at which the conten- 
tions of the companies and the insured 
were presented. 

The making of the proofs of loss was 
delayed for several months because of 
the time required to salvage the grain. 
The company adjusters are opposing 
the items included by’ the Armour peo- 
ple for the cost of salvaging, interest 
on money from the date of the fire and 
others which they contend are not prop- 
erly allowable. At the hearings so far 
held Mr. Bament did not uphold the 
contentions of the adjusters in their 
entire’y, but declined to allow some 
of the items claimed by the insured. 
Both sides are anxious to arrive at a 
speedy settlement, on account of the 
delays thus far experienced, and from 
the progress made thus far under Mr. 
Bament’s supervision, it is believed that 
such a settlement can be effected. 

The North British carried a $500,000 
explosion policy on the elevator, but no 
claim has been filed under that policy 
so far, the claims pending being all 
under fire policies. 
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Superior Fire Buys 
Western, Pittsburgh 


INCREASED 





FACILITIES ARE 


Western is 72 Years Old, Superior 50; 
Kimball & Pollack, Inc., Local 
Representatives 
The Superior Fire, of Pittsburgh, has 
purchased control of the Western, also 
of Pittsburgh. Kimball & Pollock, Inc., 


represent the company in this city. 
The Superior Fire is this year celehbrat- 
ing its fiftieth anniversary as an active 
underwriting institution. The Western 
is the oldest of the group of fire insur- 
ance companies in Pittsburgh, and was 
incorporated by a special act of the 
Legislature of Pennsylvania in 1849. It 
has always maintained a high reputa- 
tion for fair dealing and its policy 
through seventy-two years of operation 
has been conservative. Many agents 
have represented the company for over 
thirty years con inuously. 

With the acquisition of the control of 
the Western, the agency plant of the 
Superior Fire has become materially 
augmented in many of the Sta‘es in 
which it is doing business, particularly 
in Ohio, New York, Wisconsin, Penn- 
sylvania. In the latter State the com- 
bined agency plants of the two com- 
panies will represent for the Superior 
Fire by far the largest income of Penn- 
sylvania business handled by any of 
the Pittsburgh companies. 

Its capital will be increased to $700,- 
000 by the operation, and its surplus to 
policyholders by the end of 1921 is ex- 
pected to approximate $1,500,000. The 
new department is to be known as the 
Western Insurance Underwriters, and 
already it has received the hearty ap- 
proval and endorsement of Commis- 
sioner Tom Donaldson. 





EXAMINERS’ MAGAZINE OUT 

The second number of “The Examin- 
ing Underwriter,’ published by mem- 
bers of the Examining Underwriters’ 
Association, has made its appearance 
under the guiding hand of Editor 
Charles C. Dominge of the Great Amer- 
ican. It contains reprints of addresses 
made by President Owen A. Marrin, 
Sumner Rhoades of the Northern As- 
surance, an article ‘on New York City 
underwriting by Mr. Dominge and a 
sprinkling of humor. 





TWO COLUMN FLOOD AD 

Following the bursting of a water 
main at Asylum and Trumbull Streets, 
Hartford, the Hartford Fire inserted 
a two column advertisement in an 
evening paper explaining the protection 
afforded by a Hartford flood insurance 
policy. 

WEEKLY LECTURES 

For the benefit of its employees, the 
America Fore Grovp hes started a 
series of twenty-five lectures under the 
auspices of the America Fore Club. 
These lectures are to be held weekly. 


THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1882. 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 

‘ANOVER is an absolute assurance of 
the security of its policy. 

R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
CHARLES W. HIGLEY, Vice-President 

E. S. Ee Secretary 

WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN Gen. Agen 
Motropeliian Dhettet ag 
95 WILLIAM STREET, NEW YORK 














LOCAL FIRES INCREASE 





For First 10 Months of Year Incurred 
Losses Jump 39%; Fire 
Patrol Overtaxed 





~ 


Local fire losses, as reflected in fig- 
vres issued by the New York Board of 
Fire Underwriters, are rapidly mount- 
ing. For the first ten months of the 
current year incurred losses reported 
by the committee on losses and 
adjustments are as follows: 

1920 1921 


MS SG, 5 ik to¥ $13,305,000 $16,806,000 
New. Jersey.. 565,000 2,442,000 





Total .....$13,870,000 $19,249,000 


The increase over 1920 is practically 
39%, a tremendous jump during a year 
when fire premiums have everywhere 
fallen off 25% or more. The above 
figures are. supposed to represent about 
60% of the total losses in the territory 
covered. Unless there are three com- 
panies involved in a claim the loss is 
not included in the statistics. 

Due to the abnormally large num- 
ber of fires of late in New York City 
the Fire Patrol has been overtaxed and 
and has sent out the following notice 
to companies: “Owing to unusual con- 
ditions prevailing, company managers 
and adjusters are requested to kindly 
make special efforts, consistent with 
their judgment, toward relieving fire 
patrolmen en watching service, as 
promptly as possible.” 





MAKING GOOD IN ELIZABETH 





Wolfe-Carpenter Co. Now Has Nine 
Companies and Is Doing General 
Business 





The Wolfe-Carpenter Co., of Eliza- 
beth, is now doing a general insurance 
business, having the Phoenix, Camden, 
Allemannia, Security, Zurich, Commer- 
cial Casualty and Massachusetts B. & L., 
and is also general agent for the Se- 
curity Mutual. 

“We were conducting a modern and 
efficient real estate office,” said L. R. 
Wolfe. “The demand for insurance be- 
came so heavy that we decided to write 
fire, and gradually branched out into 
other lines.” 
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National Liberty 
INSURANCE COMPANY 
OF AMERICA 


(ncorpgorated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1921 


—_ ——~— 
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Cash Capital ....... $ 1,000,000.00 
ae cr eonn ET OS 12,071,029.44 
Liabilities, including 

oO ea 8,565,072.02 
Net Surplus ....... 3,505,957.42 
Surplus to Policy 

TT ee eae 4,505,957.42 


HEAD OFFICE 
109-717 SIXTH AVENUE, Cor. treet, 
wew Yorr “* ® 
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A GENERAL AGENCY OFFICE MORE THAN HALF CENTURY OL) 





NEW YORK 
UNDERWRITERS AGENCY 


A. & J. H. STODDART 


Fire, Tornado, Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, Collision and 
Property Damage. 


Head Office: 100 WILLIAM ST., NEW YORK 








LOGUE, LOWRIE, NIEHAUS & CO. 


AGENTS AND BROKERS 
UNLIMITED =<weltf2 32% SERVICE 
ALL KINDS OF INSURANCE EVERYWHERE 
ARROTT BUILDING, WOOD ST. & FOURTH AVE. 


Telephone Court 1908 2ITTSBURGH, PA. 








J. E. STONE & CO. 
F IRE—AUTOMOBILE—LIABILITY—CASUALTY 
INSURANCE 


710 FIRST NATIONAL BANK BUILDING 
Bell Telephone, Court 2483 














PITTSBURGH - : : - - - PENNA. 
FIRE 
RE-INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
Northern Underwriting Agency, Inc. 


15 William Street 


New York New York 

















BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov.. Wash. - Northern - Agric.-G. Falle- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 
70 Main Street 
SARANAC LAKE, N. Y. 


“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 


(LTD., OF LONDON) 
Organized 1836 

Entered United States 1854 
Losses Paid - - - $117,000,000 
Losses Paid in U. S. $44,000,000 

Eastern and Southern Departments 

55 JOHN STREET 
NEW YORK CITY 
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LE ROY, OHIO. 


ORGANIZED 1848 W. E. HAINES, Secy. 


i Ohio’s Oldest and Strongest Compaiy 


Surplus Over $1,500.000.00 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey, New York, Connecticut 
Massachusetts and Rhode Island 
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“Business Conditions” 
May Be Continued 


If ENOUGH PEOPLE WANT IT 








November Issue of “America Fore” 
Publication Pertinent in View of 
Washington Conference 





The November issue of Business 
Conditions, compiled and edited by 
Ernest Sturm, secretary and treasurer 
of the America Fore companies, and 
published by these companies, has been 
distributed, and the current number is 
of especial interest because of the rela- 
tionship to the Limitation of Arma- 
ment Conference of the subjects dis- 
cussed. These include articles on the 
peace treaty, reparations, cost of World 
War, resume of international finance in 
jts post-war aspects, and activities of 
importance in foreign countries. In 
this country there are articles about 
the soldiers’ bonus, taxation and vari- 
ous government expendi'‘ures. 

In the commercial section are dis- 
cussed business failures, commodity 
prices, iron, steel, copper, ship produc- 
tion, cotton goods, fire losses and other 
topics. There are the customary inter- 
esting articles relative to railroads, 
gold, labor and market condi‘ions. 


The December number is to be the 
last of this valuable publication unless 
enough people agree to subscribe at $2 
a year to pay for the expense of its 
publication and distribution, Business 
Conditions has a circulation of many 
thousands, and as it runs about eighty 
pages the expense has been considera- 
ble. 

» However, hundreds of boards of trade 

and other business organizations have 
found material in Business Conditions 
in compact, handy form that they were 
able to find no place else in one pub- 
lication and they regard it as a wel- 
come visitor. It is to be hoped that the 
publication will continue. In the cur- 
rent number appears the following 
notice: 

To Readers of Business Conditions: 
The circulation of Business Conditions 
without charge has reached a point 
where the cost of its dis‘ribution has 
become an item of serious moment. 
Highly complimented as it has been, it 
is realized that necessarily it is adver- 
tising from which direct benefits are 
dificult to trace. The expense of pre- 
paration and distribution is such that 
the publication must be discontinued 
after the December, 1921, issue unless 
it can be placed on a subscription basis 
at cost, as suggested by a number of 
present readers. If enough should sig- 
nify a desire to receive the publication 
on a subscription basis at cost of print- 
ing and mailing of $2 per annum, we 
will publish the pamphlet for such read- 
ers as heretofore. If you wish to con- 
tinue receiving Business Conditions, 





kindly fill out and return attached 
coupon. 

TROY AD 
“News From Home” prints. the 


housecleaning ad of these Troy (N. Y.) 
insurance agents: 

Troy Insurance Agency, W. B. Fol- 
mar & Sons, Chas. F. White, Ballard 
Brothers, South Alabama Land & Im- 
provement Co., J. B. Knox, J. S. Carroll 
Mercantile Co. Agency, Felix Leslie, 
Henderson & Heath. 





NIELSON WITH HANOVER 


Paul A. Nielson, who has been man- 
ager of the brokerage department of 
the America Fore Continental Group, 
and previously with the Fidelity-Phenix 

the suburban ‘field, will become 
Conne:ted with the Hanover as special 
Dany for the New York suburban 

ory. 





L. J. Brownell & Sons, Inc., at Water- 
town, N. Y., have removed from 308 
Sherman Building to 200-207 Wool- 
Worth Building. 








THE PENNSYLVANIA FIRE INS.CO] 
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When You Write 


The Pennsylvania Fire Insurance Co. 


Independence Square, 


“ALL KINDRED LINES” 
You Are Developing Mentally and Growing Financially. 
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“Big Business” nowadays 


is done by the Department Store 
(Enough Said) 


Cecil F. Shallcross, President 


Philadelphia, Pa. 


New York Office: 76 William Street 








Let Us 





Help You To Grow 












The growth of the department store method of retailing has 
been coincident with the increase in the number of separate 


departments. 


The more departments the stores added the bigger variety 
of merchandise they carried, and the more business they were 
able to do. 
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Don’t Say “Rags” 
To An Underwriter 


HEAVY LOSSES IN THIS LINE 





Underwriters Wary of Accepting Any 
Rag Risk; Warehouses Jammed 
Hoping for Higher Prices 





Losses in the fire insurance business 
have been unusually heavy thus far 
this year and there isn’t much likeli- 
hood of a noticeable falling off occur- 
ring for several months. No particu- 
lar line of risks has proved to be es- 
pecially conspicuous; the losses cover 
such a long period that the average in 
all lines is about the same. And all 
sections of the country have reported 
their full share of claims, with the 
South, perhaps, being a particularly 
persistent claimant. But there is one 
line of risks which the underwriters 
are not eager to cover—rags. 

Writing coverage for rags has cost 
the companies a lot of money in pre- 
vious years; this year it seems that 
nearly every rag risk has resulted in a 
loss. Very few. if any, companies 
push this line and the majority of the 
policies issued are simply the result 
of a desire to accommodate the assured. 
Rags are fundamentallv a poor risk, 
even in normal times. Since the héavy 
losses began to pour in, early in the 
Fall of 1920, the moral hazard has 
been an important factor in swelling 
the total. And the rag risks have not 
been free from the work of the unscru- 
pulous policvholder. 

$125,000 Settlement 

Last week a sprinklered rag r‘sk 
claim was settled for about $125.000, 
and the fire occurred early in July. 
The policy was issued on a rag stock 
of approximately $450,000, the bales 
being stored in a warehouse over in 
Jersey. Several of the prominent com- 
panies on the Street were involved in 
the loss, and their loss men were 
unanimous in describing it as a strik- 
ing example of the inherent danger in 
underwriting large rag risks. 

This fire, which occurred in a large 
warehouse with ample sprinkler pro- 
tection, was confined to a small area 
of not more than twenty bales. The 
valves worked all right and the water, 


coupled with that from the fire hose, ~ 


soon extinguished the blaze. But 
when the heavy streams of water 
struck the sprinkler. system, other 
valves were opened and the floor. on 
which the fire broke out, was_thor- 
oughly drenched with water. Of course 
the dense smoke, which always accom- 
panies a-rag fire, prevented the fire- 
men from ascertaining the extent of 
the fire, so the combination of the two 
supplies of water made a good job of 
wetting the rags. 

The result was that the bales ex- 
panded, and, with every pound of 
water. weight was added to the heavy 
load the floor was carrying. The rags 
were vacked so closély that the bales 
literally soaked up the water as fast 
as it came down. Great care had to be 
exercised by the workmen, the condi- 
tions being very dangerous. Long be- 
fore an adjustment of the loss could 
be made, one floor collavsed under its 
heavy load. Facilities for drying ‘the 
rags were poor. and the prices were 
so low that it did not pay to salvage 
them. 

More than four months passed before 
the adjusters could make their final 
report. It was rendered last week and 
settled for nearly $125,000. The fire 
itself damaged no more than twentv 
bales of cheap rags, yet the loss was 
tremendous. Early in the year there 
was a similar loss on rags in a Troy 
fire; is it any wonder the underwriters 
are wary of issuing policies on rags? 
It seems that the warehouses are 
stacking their fioors with bales, pack- 
ine and jamming them in the hope that 
prices will rise. Just now they are 
cheap. and the above exverience would 
er er to indicate that they are a poor 
TISK. ‘ 


Marine Brokers Keep 
Full Commissions 


EARNED WHEN RISKS ATTACH 





Through Rebate System Assured Often 
Get Return; Only Net Premiums 
Returned on Cancellations 





Marine insurance brokers remain out- 
side the pale and safe from being drawn 
into the controversy over the question 
whether brokers are entitled to retain 
full commissions on policies which may 
be cancelled prior to their normal ex- 
pirations. The subject has attracted 
widespread interest in fire insurance cir- 
cles and has led to the expression of 
divergent views but escapes the marine 
insurance fraternity where methods of 
conducting business are totally differ- 
ent. 

Due to an absence of state laws pre- 
venting rebating it is common practice 
in marine circles for brokers to slice 
their commissions in order to secure an 
account which appears particularly at- 
tractive with the result that the com- 
mission is “earned,” in fire insurance 
phraseology, before the policy has been 
long in force. Although permitted to 
collect a commission of 15% of the pre- 
mium a broker is often perfectly willing 
to reduce that figure to 10%, and even 
5% sometimes, if the account is large. 
Thus there is very little direct relation 
between earned premiums and commis- 
sions. 

The matter of cancellations plays a 
comparatively minor role in marine in- 
surance. Hull policies are seldom can- 
celled before they expire in twelve 
months’ time unless a vessel is sold and 
the purchaser expresses a desire to 
place his insurance elsewhere. Follow- 
ing British practice the broker retains 
his commission in such instances. With 
cargo insurance under open policies the 
broker and insurance company receive 
their compensation after risks attach so 
that generally .speaking premiums are 





Surplus 


Line Capacity 


piers AGENTS can find ample 
capacity and attentive service for 
handling their Excess Lines in our 
Surplus Line Department. 


MARSH & MCLENNAN 


Insurance Exchange 

















CHICAGO 
NEW YORK DENVER SAN FRANCISCO DULUTH MONTREA 
DETROIT, LONDON MINNEAPOLIS SEATTLE WINNIPE: 











INSURANCE IN ALL ITS BRANCHES 











earned by the time they pass through 
brokers’ hands and the latter have in 
their custody no commissions to which 
they are not legally entitled. Open pol- 
icies when cancelled are adjusted on the 
basis of shipments made and protected 
during the operation of the covers, the 
brokers receiving their pro rata. 


. Circumscribed by unelastic sets of 
rules and regulations the underwriting 
and brokering of fire insurance differs 
vastly from the handling of its close 
associate, marine insurance. All discus- 
sions of the ownership of commissions 
are predicated upon the assumption that 
premiums are paid in advance for the 
period covered by the policy and that 
the broker might hold funds to which 
he was not absolutely entitled unless 
the policy expired undisturbed. Only 
infrequently do marine brokers secure 
premiums and commissions in advance 
which might afterwards become liable 
to return. The customs and procedure 
governing marine transactions vary so 
radically from those shaping fire insur- 

















petitors. 


This Means— 





| 
| But all this won’t help— 


| 
prompt. 
| 


HENRY EVANS, Chairman of the Board 
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YOUR AGENCY SERVICE | 
| Is It Distinctive? 


You can increase your business by offering 
more distinctive service than your com- 


prompter attention than others in “covering” property when 
ordered; quicker delivery of policies; more accuracy in figur- 
ing rates and premiums; better care in checking rate sched- 
ules to secure the lowest rate possible; providing forms 
which better meet actual requirements— 


And to secure your client’s confidence— 


more caution in selling him no cover that you do 
not believe he needs. 


unless you represent a company whose strength 
you can guarantee and: whose loss adjustments 
and settlements you know will be just and 


With full confidence, ‘‘place it in the American Eagle’’ 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 
Home Office: 80 Maiden Lane, New York 


Cash Capital: One Million Dollars | 
MANAGING BRANCH OFFICES: CHICAGO, SAN FRANCISCO | 





“AMERICA Fore" 








JAMES A. SWINNERTON, President 


























ance practices that the doings of marine 
brokers cannot throw light upon the 
fire problem. 

One marine broker informed The 
Eastern Underwriter that he was in- 
fluenced in the event of cancellations on 
hull lines by the desirability of the as- 
sured. If the latter could be classed as 
a good account which it paid to retain 
even if it entailed some sacrifice then a 
percentage of the commission would be 
returned as a favor. On the other hand 
if the assured is preparing to transfer 
his brokerage connections or for some 
reason is not particularly desirable no 
attempt is made to accommodate him. 

During dull times in the steamship 
business lay-up returns rather than re- 


turns effected through cancellations pre- 


dominate. In fact a marine hull policy 
cannot be cancelled except by mutual 
agreement or because of failure to pay 
premiums. Lay-up returns are provided 
for in hull policies and have no connec- 
tions with brokerage commissions, be 
cause the policy continues in effect 
whether a vessel is actually engaged in 
overseas, coastwise or inland water 
transportation or whether it is with- 
drawn from service. 





HOME TROUNCES G. M. C. TEAM 





Wins Basketball Game by Score of 
32 to 7; C. A. Borg Individual 
Star; Capt. White Hurt 





The Home basketball team handed 
the General Motors Corporation quintet 
a severe trouncing at the Twenty-sec- 
ond Regiment Armory last week. The 
score was 32 to 7 and from the first 
few minutes of play until the final 
whistle sounded the Home’s team held 
a commanding lead which was never 
threatened by any spectacular rallies 
by its opponents. 

C. A. Borg, playing center, was the 


star scorer for the victors, droppi!: six 
shots in the basket for a toi»! ol 
twelve points. Captain I. P. \\hite 
wrenched his ankle severely ar re- 
mained away from the office for s*veral 
days.. Dancing followed the game. The 
next contest on the Home sched''e is 
with Fred. S, James & Co. on N vem- 
ber 30 at the same Armory, situa’ ! on 
Broadway at 168th St. Tom 1 pe. 
well known in collegiate basketba nd 


football circles, will referee. 


FEDERATION TO MEET 





The seventh annual conventi of 
the Insurance Federation of Am ‘ca, 
Inc., of which H. G. Badgerow of “hi 


cago is president, will be held Dc °m- 
ber 7 and 8 at the Hotel Astor, .ew 
York. On the first day the Hes "8s 
Committee will hold conferences © ith 
the official delega‘es of the allied 1‘ 
insurance federations. The exe :' ve 





meeting of the Board of Trust» < '5 
scheduled for 8 o’clock in the eve:''8. 
AGENTS’ MEETING 


The National Association of [) |" 
ance Agents’ Executive Committee '!! 
meet at the Waldorf during the ‘st 
week in December. 
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My Experiences As a New Agent 










By W. RALPH DANIEL, Orange, N. J. 




















Starting out to make one’s fortune 
ys a lo al, insurance agent in a large 
saburba”. city near New York is about 
as selling pajamas to the 
Yet it has been done by 


as eas) 
Bsquime 1x. 
ts of -eople, and successfully. 
particul rly hard to start in a city 
ghich is already supporting fifteen or 
wenty old and well-established agen- 


cies. 

After about six years of insurance 
aperience, which included the hand- 
ing of the insurance affairs of one 
jivision of a great trust company in 
yew Yo. x City, writing and reporting 
fr a live insurance newspaper, and 
wrk in the Home Office of several 
important fire insurance companies, I 
yached the conclusion that I knew 
gough about the insurance game, and 
lad a large enough acquaintance, to 
‘gunch forth as an insurance agent. 


Gets Appointed 

During my Home Office training I 
lad the good fortune to make the 
aquaintance of a general agent, a 
glendid fellow, upon whom I could 
rly for frank and candid opinions 
aout my plans, I told him my ambi- 
tions, asked for advice and counsel, 
and he replied by appointing me agent 
fr his company on the spot. This 
show of confidence on his part settled 
the matter, and I immediately set to 
work to take out the necessary licenses 
to operate as an agent and a broker. 


Subsequent events proved that I 
knew about one-tenth as much about 
insurance as I had thought. My first 
disillusion came with the schedule rat- 
ing manual, the perusal of which was 
taffing. Apparently to understand it 
me must needs be a lawyer, a mer- 
chant, an engineer, an architect, a 
uilder, an underwriter. 

I had no idea there were as many 
frms of fire and kindred classes of 
insurance. A great deal of the manual 
was about as intelligible to me as 
Rgyptian hieroglyphics. 


Starts With Two Companies 


However, I thought that I could mas- 
tr it when the oceasion required. I 
lad two companies at the start, one 
fre and one life. I inserted an adver- 
tisement in the local paper announcing 
by plans and advising all who wanted 
t get proper protection to come to me, 
and had cards printed with about the 
same subject matter. These I sent to 
al my friends and as many acquaint- 
aces as I could remember. I might 
add that when first I had mentioned 
ny plans to my various friends they 
lad one and all assured me of their 
wishes for my success and had prom- 
led their co-operation. After I had 
actually started, however, many of 
them experienced a change of heart, 
widently forgot their promises, and 
(decided that they would wait a few 
years before giving me their insurance. 
I must state, however, that my very 
frst linc came from a personal friend 
of long standing. 

My next move was to prepare plans 
fora complete and exhaustive canvass 
my territory for business. I made it 
‘rule to visit the office of the city 

ding inspector twice a week to find 
wit all details of enew construction. 
There I found that I was the only agent 
ave one who was making systematic 
We of such an excellent source of 
kads. This and other methods of can- 
vassing seemed to be entirely neglected 
by my competitors, which surprised me, 
*’T hal understood that local agents 
Were always on the lookout for leads 
‘id prospects, I felt at that.time that 

Was very much in my favor and 
increased my chances for 


It is, 


*the ethics of the profession. 





building up a large volume in a short 
time. Making expiration lists and lists 
of the people on whom I intended to 
call again, circularizing and canvassing 
took up a great deal of time. I got out 
my old copies of The Eastern Under- 
writer and scanned them for tips for 
producers, and general information on 
forms and classes. If I ever make a 
success of this work I shall. be com- 
pelled in all fairness to attribute a 
large part of it to my receiving a good 
insurance newspaper.: The hints on 
business-getting and general technical 
information have been invaluable to 
me. 


Concentrated on Rental Forms 


In addition to using all the well- 
known methods of canvassing, I put 
into use several ideas of my own. Find- 
ing that rental forms were rather 
neglected by my brother agents, I con- 
centrated somewhat on this form. Use 
and occupancy cover is not pushed 
very much either and I am making a 
drive for that. 


From the State Department I learned 
the names of all those who were hold- 
ing brokers’ licenses in this section of 
the State., i. e,, those who I had reason 
to believe did not wri‘e their own 
policies, and were not regular agents. 
To them I extolled the services which I 
was prepared to offer in the way of 
speedy policy delivery and all-around 
satisfactory protection. ° 

After writing a few lines formerly 
held by other agents, I was approached 
by the special agent of a large fire 
insurance company with the view to 
appointing me agent. I took on this 
company, as at that time I only had one 
fire company. My first company had 
by this time sent their special agent 
out to see me. He encouraged me 
greatly and completely equipped me 
with stationery and supplies. During 
the first two months in business I took 
into my office another fire company, 
an additional life and casualty com- 
pany, and one large general casualty 
company. As I shall explain later, I 
somewhat regretted taking on so many. 
The special agents of all these com- 
panies assured me of their interest in 
my success, suggesting that I avail my- 
self of their service and co-operation at 
any time. 

While canvassing for business and 
learning a good deal about my fellow- 
agents and competitors, I was surprised 
to learn that their idea of correct busi- 
ness ethics and mine did not always 
agree. Up to this time my knowledge 
of agents had been gleaned largely 
from reports of their activities and con- 
duct in special agency editions of in- 
surance newspapers. True, I had seen 
them in the home offices of their com- 
panies, and the treatment they received 
from the various company officials 
whom I knew to be square and honora- 
ble business men, led me to believe that 
they were strict in their obedience to 
Working 
among them, I find that many of them 
are real estate men who know little or 
nothing about the insurance business, 
who treat it as strictly a side-line and 
who do not go much out of their way 
to secure it. There are many men in 
other business pursuits holding brok- 
ers’ licenses, such as builders and con- 
tractors, who bother even less about 
the insurance end of their offices. It 
had rather a discouraging effect upon 
me to see the success many of them 
had, Evidently some insurance agents 
do not need to know much about in- 
surance to make money at it. Back 
of it all is the ignorance of the average 
policyholder. He has placed his insur- 
ance destiny into the hands of the local 
agent, and after the policy is delivered 
the agent’s interest in the transaction 





. Fire, Marine, Windstorm, 
Automobile, Sprinkler Leak- 
, age, Riot and Explosion In- 
of Wedtartoron. 1%. surance. _ 

E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEP’T. 

JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agent 
N. Y. SUBURBAN & NO. N. J. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 
F, F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 




















London °° Lancashire 
Insurance Co. Ltd. 


OF LIVERPOOL, ENGLAND. 














Caledonian Insurance Co. of Scotland 


FOUNDED 1605 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U. 8. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 
NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 




















Great American 
Insurance Company 


New Dork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$122,116,858.26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


$10,.000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,840,005.95 


T SURPLUS 


10,013,906. 14 
40,.853.9 12.09 


THE SECURITIES OF THE COMPANY ARE BASED UPON 
ACTUAL VALUES ON DECEMBER 31, 1920 


Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR- 
PLUS would show over $13,000,000 


THE COMPANY OWNS 
$10,195,000 U. S. Government Liberty Loan Bonds 


Home Office, One Liberty Street 
New York City 


Western Department Pacific Department 
WALTER H. SAGE, Gen’1 Mer. GEORGE H. TYSON, Gen’l Agent 
Ww.L. , Manager 210 Sansome Street : 


76 West Monroe St., Chicago, Ill. San Francisco, California 


Boston Office Marine Department 
ROGERS & HOWES, M WM. H. McGEE & CO.,Gen’lAgts 
4 Liberty Square, Boston, 15 William Street, New York City 
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I live has many of such people, as it 
was once quite a manufacturing city, 
while it is also surrounded by cities in 
which factories are located. I think 
the fairest way to sell insurance to 
these people is to stress to them what 
are not covered in their policies and 
also what will void and invalidate 
them. When the agent tells them all 
the things that are covered and neglects 
to mention the uncovered, many for- 
eigners think that a great many things 
are included which are not. Then, 
when a loss comes, and they are dis- 
appointed by their insurance they feel 
that they have been cheated, ever after- 
wards looking upon insurance and 
agents with suspicion. Much of this 
could be eliminated by the agent taking 
the attitude of an advisor and instruc- 
tor rather than concentrating on col- 
lecting premiums. 
An Example 

To give a concrete example: Once 
while soliciting a foreigner who keeps 
a small store in the neighborhood, he 
informed me that his policy on stock 
had just been renewed and showed me 
the policy. It had been renewed at a 
smaller rate and had the 80% co- 
insurance clause attached. Upon mak- 
ing inquiry I found that the stock was 
insured for less than one-third of its 
value, and that the assured did not 
know that the co-insurance clause was 
altached; as a matter of fact he had 
never heard of the clause. I explained 
the nature of the clause to him as well 
as I could and he said that he intended 
to increase his insurance. 


Another incident occurred when I 
took over the business of a local real 
estate man who held a_ broker’s 
license, did quite a volume of insur- 
ance, but had never written his own 
policies. He turned his expiration lists 
ever to me with the request that in the 
future I was to renew them,. He had 
previously placed the business through 
another agent in an adjoining city and 
then decided that I could handle it 
more expeditiously. His agreement 
with the other agent had been to the 
effect that if at any time he, the broker, 
might decide to shift his business, all 
records concerning his business were 
to be turned over to him. The former 
agent did this, but apparently kept an- 
other record of the policies for his own 
use, for in each instance when I have 
written the renewals on the business I 
find that my predecessor had done the 
same thing. Up to date none of his 
policies have been accepted, due to the 
fact that mine have reached the as- 
sured before his. In. the majority of 
the cases the assureds are personal 
friends of the broker in question, so 
that the business will go through him 
anyway. In view of the fact that the 
records were to be returned to the real- 
estate man, it strikes me as particu- 
larly small business for the other agent 
to make use of a duplicate of the 
records which were temporarily in his 
possession. 

The fact that some companies have 
their policies written in a branch office 
also mitigates against a conscientious 
regular agent. It fills the field with 
people who know little or nothing about 
the insurance policies they sell. New 
Jersey is blessed with a strong and 
aggressive agents’ organization and I 
suppose that many of the evils which 
make it hard for an agent are beyond 
the power of the association to correct. 


Perhaps after I have been in the 
business longer I shall become so ac- 
customed to these many petty annoy- 
ances that they will not bother me. 
The questionnaire sent out by the State 
Department to prospective brokers in- 
quires whether or not they intend to 
conduct a regularly run _ insurance 
agents’ office. I wonder how many of 
those holding brokers’ licenses ifi this 
State comply with that stipulation? 


(To be continued). 








Reads Paper on Development of Public 
Liability Insurance Rates for 
Automobiles 





A. L, Kirkpatrick, chief statistician 
of the Globe Indemnity Company, 
read a paper on “The Development of 
Public Liability Insurance Rates for 
Au omobiles,” at the meeting of the 
Casualty Actuarial Society, Hotel Penn- 
sylvania, on Friday. In all the litera- 
ture that has been written on automo- 
bile insurance there is practically none 
which deals with the methods of mak- 
ing rates. Until recently the methods 
used were such that there was little 
to tell. But with the rapidly growing 
importance of the business, it has be- 
come necessary to develop means of 
making correct rates, which can be 
defended when a justification is called 
for. 

The experience used in establishing 
pure premiums is compiled in two 
ways. It shows first the loss cost per 
car in each city and state separately, 
for all cars insured.. The second tabu- 
lation shows the loss cost in each 
classification for the whole country. 
With these two exhibits, it is possible 
to determine, first, the average pure 
premium necessary to insure all cars 
in a given city, and, second, the differ-, 
ential to be applied to the average to 


- get the pure premium for each classifi- 


cation of cars written within that city. 


In order to obtain rates from pure 
premiums, it ‘is only necessary to add 
the proper expense loading. But these 
rates are based upon past experience 
and because of the rapid changes in 
loss cost, due to changing conditions 
of the business, it is mecessary to 
make some further modifications. Since 
these changes are such that they have 
affected all territories and all classifi- 
cations nearly alike, a blanket adjust- 
ment of all rates is necessary. The 
latest available aggregate experience 
is compared with the experience on 
which the pure premiums were based. 
This comparison shows the percent of 
increase necessary to make rates ade- 
quate to cover present-day loss costs. 
The most pressing need at the present 
time is for a means of keeping a cur- 
rent index of costs so that ra‘tes may 
be kept constantly in line with changes 
in costs, without waiting for a com- 
plete revision to be made. 





Insurance Covering Athletic 
Games 


The Maryland Casualty’s Golfers Lia- 
bility Policy has been extended to cover 
any other athletic game or exercise. 
The popular games, baseball, football, 
hockey, polo and tennis, are, of course, 
included in this broad coverage. The 
extension of this coverage will enable 
the agent to sell the contract through- 
out the year. The cost is exceedingly 
reasonable, $3.30 for one year for limits 
of $5,000 and $10,000, and $7.70 for 
three years. It indemnifies the assured 
against loss imposed by law upon him 
for damages on account of bodily in- 
juries, including death, at any time 
resulting therefrom, sustained by any 
person or persons excepting the 
assured, and caused by the assured by 
reason of playing or practicing at any 
athletic game or exercise in the United 
States of America, Canada, Cuba and 
Porto Rico. The policy is not to bs 
sold to professional players. 


Liability 





R. S. TAIT DIES 


The John Wallis General Agency of 
the New York Underwriters’ Agency 
is mourning the loss of its assistant 
manager, Robert C. Tait, who died sud- 
dently last Friday evening. Members 
of the Suburban New York Field Club 
attended the funeral services in a body. 


INDEMNITY MUTUAL MARINE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND 


Organized 1824 


UNITED STATES LLOYDS, Inc., 
of NEW YORE, N. Y. 


Organized 1872 


APPLETON & COX, Inc., Attorney 


1-3 So. William St. 


Incorporated 1918 


Incorporated 1886 
THE TOKIO MARINE AND FIRE 
INSURANCE CO. 
LTD., OF TOKIO, JAPAN 


(Marine Department) 
Incorporated 1879 


NEW YORK 


AN ATTRACTIVE PROPOSITION 





MERCHANTS AND FIRE INSURANCE 





Words of Wisdom from Gordon M. Day 
of Day-Berwall Company, 
Milwaukee 
Gordon M. Day of the Day-Berwall 
Company, Milwaukee, Wisconsin, a 
director of the National Association of 
Credit Men, speaking in the “Credit 

Monthly,” says: 

“IT believe there is no more important 
department of the association than that 
devoted to fire insurance and fire pre- 
vention. We have gone on the assump- 
tion that fire insurance education 
should be mainly directed to small mer- 
chants when, as a matter of fact, there 
is a large number of credit men who 
do not fully realize the importance of 
fire insurance. Unless they have had 
a fire they do not seem to appreciate 
how the percentages will work against 
them if the total amount of the insur- 
ance placed is not in proportion to the 
stock cleared.” 

Mr. Gordon goes on to say that he 
believes the education of merchants 
who run general stores in small coun- 
try towns should be carefully consid- 
ered, as few of them carry sufficient 
fire insurance. This condition is due 
to the high rates and to lack of appre- 
ciation of the greatness of the fire 
hazard, according to the author’s ex- 
perience. Incidentally he urges the 
necessity of giving correct information 





along this line to credit men. 


GENERAL AGENTS WANTED | 








BRITISH AMERICA 
ASSURANCE CO. 


Incorporated 1833 


Toronto, Canada 


Fire, Automobile, Explosion—Riots, Civil] 
Commotions and Strikes 


Statement, January 1, 1921 


ME F puta sdenakavtndiddnctcserse $2,209, 038.83 
RAR IOE |‘ ocnacideesdecsscéesccve _1,676,029.95 
Surplus in United States....... $ 533,008.88 
Total Losses Paid in United 
States from 1874 to 1920, ‘ 
eT ay ae Eee $27 719,430.47 


W. B. MEIKLE, Pres. & Gen, Mer. 








IN HARTFORD GROUP 

The Stonewall Fire Insurance Con: 
pany, of Mobile, Ala., has become anil 
affiliated company in the Hartford Fire 
Group. 












AT 95 WILLIAM 

The following departments of the 

Home are now at 95 William: Adver- 

tising, Agency Record, Aircraft, Auto 

mobile, City, Marine, Parcel Post, Rail- 
road, Registered Mail, Supply. 





ALFRED W. SMITH DEAD 

Alfred W. Smith, of A. W. Smith Son 

& Ridout, Toronto, died this month. 
He was seventy-five years old. 





The Agricultural and Merchants have 
been licensed to do an explosion busi- 
ness in Canada. 








| 1868 


TOTAL ASSETS - 
TOTAL LIABILITIES 
NET SURPLUS~— - 


O. J. PRIOR, President 





INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


1921 


- $1,559,363.71 
- 935,524. 


- 623,839.01 
W. M. CROZER, Secretary 














100 William Street 











Binders Effected on 





SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 





Risks Anywhere in the U.S. & Canada 


Hew ‘Yeork. i. 7 


Phones John 116, lie 
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Phone John 4613 


BERNHARD INSURANCE AGENCY 


43 Cedar St., 
New York City 


Agricultural Ins. Co. of Watertown 
Atlas Assurance Co. 


Nationale of Paris 
Rhode Island Insurance Co. 


40 Clinton St., 
Newark, N. J. 


Fireman’s Fund 
Home Fire & Marine 
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QUEEN INSURANCE CO. 
OF AMERICA & William Street, New York City 
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The Great Chicago Fire 


. D. McGregor, :Mgr., Chicago PACIFIC COASI DEFARIMEN!, KR. V. Watt, Mgr, 
SOUTHERN DEPARTMENT, S. Y. Tupper, Mgr., Atlanta MARINE DEPARTMENT, 84 William St., New York 
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Robertson and Haid 
Have Many Friends 


sTAND WELL WITH BUSINESS 





WeClure Kelly Tells of How Continen- 
tal President Made His Start; 
Agents Discuss Haid 





The new president and the new first 
vice-president of the Continental— 
Norman T. Robertson and Paul L, Haid 
_have made a countless number of 
friends during their insurance careers, 
and the agency force was greatly 
pleased with the appointments. The 
fact that they are both young men who 
won their spurs in the field was a par- 
ticular source of satisfaction. 

The Eastern Underwriter has _ re- 
ceived a number of communications 
from underwriters and agents in which 
estimates of these executives are given. 

Mr. Robertson made his start with 
McClure Kelly, who is now Pacific 
Coast manager of the Insurance Com- 
pany of North America, Northern of 
New York, Yorkshire, London and 
Provincial, Alliance and Indemnity In- 
surance Company of North America. 
Mr. Kelly describes the circumstance 
as follows: 

Took Engineering Course 

“Norman T. Robertson started in the 
business under me in Houston, Tex., 
some twenty years ago. He came to 
me as a big, awkward boy, fresh from 
an engineering course in the State Uni- 
versity, but I knew I had made a find 
the minute my eyes rested upon him. 
My business association with him was 
brief, as he advanced rapidly by sheer 
merit through various positions in my 
ofice to the. field, where the Conti- 
nental grabbed him. I grew to be very 
fond of him and to admire greatly the 
sterling qualities which so _ strongly 
manifested themselves in him from the 
first. 

“Naturally, I have watched his career 
with the keenest interest and greatest 
satisfaction. I feel that he is richly 
deserving the high position to which he 
has been called.” 

Walter Kelly, branch secretary of the 
Yorkshire, who has known Mr, Robert- 
son for many years, said: 

“As an old Texas friend of Norman 
T. Robertson it is very gratifying to 
note his steady promotion until he now 
is presiden: of one of the great insur- 
ance companies. Raised in Texas, he 
early acquired that broad vision needed 
in the present business life, and by 
hard work and application has ad- 
vanced from a ‘brush’ special agent to 
és present responsible position, where 
his many friends know he will nake 
~ as he has done all along’ the 
ine.” 

H. W. Ellis, assistant manager of the 
Phoenix, said to The Eastern Under- 
Writer: 

“Norman T, Robertson has been a 
rersonal and business friend of the 
writer for a number. of years, during 
which time I have wa‘ched him grow 
from the position of daily report ex- 
aminer for the Fidelity-Phenix to the 
presidency of the Continental Insur- 
ance Company—a truly remarkable 
achievement for so young a man. He 
a8 always made good quickly on each 
ting of the insurance ladder, and now 
that he has reached the top, I expect 
he will have no difficulty in shouldering 
the Still greater responsibilities that 
will come to him, 

‘While not of the spectacular type, 
those who know him best realize that 
Mir. Robertson has sound, common- 
Seise ideas, and is a capable, aggres- 
Sive underwriter.” 

H. H. Clutia, vice-president of the 
Westchester, said: 

The announcement of Norman T. 

rtson’s election to the presidency 
of the Continental, is naturally a cause 


of no little gratification on the part of 
those who have been associated with 
him in the office; I am one of che latter. 

“It was only a very few years ago 
that we were both scouting around the 
proverbial ladder, trying our best to 
get a foothold on the lower rung there- 
of. To be exact, in that particular office 
there were three of these ladders, and 
the fact that Mr. Robertson not only 
soon found a secure position on one 
of them, but was able to step to a 
higher rung on the second of the three, 
and finally to the very top rung of the 
third, proves that he has unusual poise, 
balance and courage. 

“Having had the privilege of per- 
sonal acquaintance and association out- 
side of business, giving me an oppor- 
tunity to appreciate Mr. Robertson’s 
high principles and unvarying integ- 
rity, I feel that congratulations are in 
order, not only to him, but also to the 
insurance fraternity at large, because 
in the new head of this powerful Com- 
pany we shall meet a competitor whose 
aggressiveness along proper lines will 
excite our admiration, and upon whose 
strict observance of all obliga:ions and 
the accepted ethics of the business we 
may rely. with perfect confidence.” 


Tribute to Haid from An _ Insurance 
President 

While in the Middle Department Mr. 
Haid made a record as a special agent 
which was a classic. He was every- 
where regarded as one of the best 
counsellors and advisers who ever came 
inco an agent’s office. Some Pennsyl- 
vania estimates of Mr. Haid were given 
to The Eastern Underwriter this week. 

President Kerr, of the Farmers of 
York, said: 

“Paul L. Haid, who has just been 
elected to the first vice-presidency of 
the Continental, has shown all his 
friends what can be done in the life of 
a young man who devotes his full 
energy and devotion to the task se- 
lected by him for his life’s work. Ever 
since he was connected with the local 
business in Pittsburgh, and thence to 
the field work as a special agent, he 
has been un-iring in his devotion to his 
profession. From the very beginning, 
when he entered the insurance busi- 
ness, he showed marked ability for a 
young man. . 

“The Continental has made no mis- 
take in placing him in a position of 
trust and responsibility, in which he 
will undoubtedly be able to meet all 
expectations. It is a very great pleas- 
ure to see one of the boys climb to the 
top of the ladder in a few years.” 

Met Him When a Special 

From D. W. Harper, of Harper & 
Russell Company, Erie, Pa., comes this 
statement: 

““T have known Mr. Haid for a num- 
ber of years and know him well. When 
first I met Mr. Haid he was special 
agent for the Fidelity-Phenix, with 
headquarters at Pittsburgh. It was his 
earnestness of purpose, strict adher- 
ence to truth, and the energy with 
which he worked out problems that 
attracted me to him. I have been in 
more or less frequent contact with him 
since he left this territory to go to 
New York, and the same _ qualities 
which made him an unusual field man 
have been applied to his work at the 
Home Office. 

“His steady rise in the insurance 
world is, therefore, not surprising to 
those who know him, and his appoint- 


ment as first vice-president of the Con- 
tinental is only evidence that Mr. Haid’s 
worth is known and appreciated. He 
is still a young man and should have 
many years of active service ahead of 
him. May the success he deserves 
continue to.follow him.” 

Another prominent local, Edward H. 
Bair, of Bair & Lane, Greensburg, Pa., 
said: 

“The announcement that Paul L. 
Haid has been advanced to the posi- 
tion of vice-president of the Conti- 
nen‘al, is pleasing news to Western 
Pennsylvania and West Virginia under- 
writers, among whom he has a host of 
friends, As one of them, we predict 
abundant success to Mr. Haid. 

“We have been interested in young 
Mr. Haid for a number of years and 
have watched with delight and admira- 
tion his progress in the field of fire 
underwriting. 

“Any young man who is shaping a 
worthy purpose, who is developing an 
individuality, who is fired with energy, 
always excites interest and makes ap- 
peal to our attention. This has been 
especially true in our observations of 


Mr. Haid. He has always displayed 
these qualities; therefore his several 
advancements during the past few 


years come as a well-merited recogni- 
tion of the value of his services. While 
intensely loyal to his company, he has 
at the same time always shown keen 
insight into, and a sympathetic touch 
for the local agent. His dual view- 
point makes him valuable alike to his 
company and its underwriting agency 
force.” 

Among other tributes to Mr. Haid 
was this one from George R. McPher- 
son, of New Brighton, Pa.: 

“IT noted with the greatest pleasure 
the election of Paul L. Haid to the 
first vice-presidency of the Continental. 
I represent the Fidelity-Phenix, . of 
which Mr. Haid was special for years; 
and I got to know him well and to hold 
him in highest esteem. This is a pro- 
motion which was earned by good, 
faithful and efficient work. Paul Haid 
is not only an able underwriter but.a 
fine gentleman as well.” 





TEXAS RECIPROCAL QUITS 

Manager Jalonick of the Cotton Seed 
Oil Millers’ Insurance Bureau of Dallas, 
Texas, has issued a formal notice to all 
its subscribers informing them that the 
bureau has found it necessary to dis- 
continue writing business and that it 
will cancel its outstanding liabili‘ies. 
The reasons given for this action are 
that the losses have been heavy and 
that other conditions are unsatisfac- 
tory. His letter to the subscribers 
reads in part as follows: 

“Heavy losses on gins and oil mills 
during the past eighteen months, with 
ne compensating advance in rates, and 
other unsatisfactory conditions, make 
it imperative that the bureau shail dis- 
continue . writing business from this 
date and also cancel its ouistanding 
liability.” ’ 





HOLGER DE ROODE RETURNS 

Holger de Roode, of H. de Roode & 
Company, Chicago, has returned from 
Europe where he spent the last six 
months. He remained in New York 
yesterday to pass Thanksgiving with 
his son, Albert de Roode, before pro- 
ceeding home. Mr. de Roode’s sister 
and two other children are remaining 
in Paris for the winter. 
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National Fire Insurance Company 
OF- HARTFORD, CONN. 
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Net Surplus over Capital and Liabilities é 
Total Assets January 1, 1921.................$27,111,498.98 
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SS 





R. M, Anderson, Asst. Sec’y 


Secretary 
tt F. B. Seymour, Treasurer 





R. M. Bissell Elected 
Eastern Union Head 


TRIBUTES PAID TO F. W. DAY 





Memorial Adopted Honoring Former 
Royal Manager; General C. B. 
Baker Elected a Member 





R. M. Bissell, president of the Hart- 


_ ford Fire. was elected president of the 


Eastern Union at the annual meeting 
held in New York last Friday. Other 
officers chosen to round out the admin- 
istrative force include the following: 
Vice-president, C. W. Bailey, president 
of the American of Newark; treasurer, 
B. M. Culver, vice-president of the Ni- 
agara Fire; secretary, Miss G. P. 
Lank. General Chauncey B. Baker, 
president of the American National 
Fire, of Columbus, Ohio, was elected 
to membership to succeed John W. 
Zuber, who resigned. 

A fitting memorial eulogizing the 
late Frederick W. Day, prepared by a 
svecial committee consisting of N. S. 
Bartow, H. A. Smith and O. E. Schae- 
fer, was presented and adopted by a 
rising vote. Part of the memorial pay- 
ing tribute to Mr. Day’s versonal and 
business achievements follows: 

“Mr: Day was an underwriter of 
noted ability and achieved conspicuos 
success for his company. He brought 
to bear upon his responsibilities a ma- 
ture exnerience ga'ned in long and 
practical service in our business. He 
was distineuished for his zeal and de- 
votion to his company and for his con- 
servative understanding of safe under- 
writing principles. 

“In private life his auick, ingenuous 
sympathy won for him the warm 
friendshin of those who enjoyed his 
confidence. 

“Now, therefore, be it resolved: 
That this union places unon the record 
this minute of appreciation of Mr. Day 
and his unselfish contribution of a prac- 
tical wisdom generously and usefully 
emnloyed in its service; and 

“Be it further resolved: That 2a copy 
of this memorial be sent to Mrs. Day 
with an exnression of profound sorrow 
and sympathy for her in her ‘affliction.” 





_PHILADELPHIA CHAIRMAN. 

The Executive Committee of the 
Philadelphia Fire Underwriters’ Asso- 
ciation has appointed the following sub- 
commit ees for the ensuing year: 
Finance—Samuel P. Rogers, Chas. C. 
Simpson and B. H. Wood. Rates and 
Schedules—J. Burns Allen, Geo. Y. 
Shermer and Geo. R. Packard. Rules— 
J. Hunter Gaul, Edward Maneuvre and 
Arthur H. Clevenger. Brokers—J. Hun- 
ter Gaul, Joseph Doyle, Wm. Embery, 
Edward Trexell and Robert F. Bishop. 





WIINGAARD SOLD HIS STOCK 


According to a statement by Carl 
Sturhahn, president of the American 
Fire Insurance Corporation, A. Wiin- 


gaard, general manager of the Inter- 
nationale Assurance Company of Copen- 
hagen, now has no interest in the 
American Fire. Mr. Wiingaard has sold 
his stock to strong American financial 
interests. He originally bought thie 
charter of the American Fire and sent 
money over from Denmark to furnish 
it with capital and surplus. 





R. C. KNOX AGENCY MOVES 

The R. C. Knox General Agency for 
Connecticut of the Aetna Life and Al- 
lied Companies is now installed in its 
new quarters in the old Halls of Record 
Building, at the- corner of Pearl and 
Trumbull Streets, Hartford. The agency 
has about one hundred employes. 





WULFING WITH CARR & CO. 
George R. Wulfing has become asso- 
ciated with Francis C. Carr & Co., in- 
surance brokers, and will devote his en- 
tire time and energy to the handling of 
marine and general insurance. 
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Three-Fourths Clause 
Back in Committee 


MEMBERS INCREASED TO TEN 





Eastern Auto Conference Still Divided 
On Proposals to Curb Moral 
Hazard Losses 





Objections managed again to fore- 
stall action on amendments to auto- 
mobile underwriting. methods at the 
meeting last Friday of the Eastern 
Automobile Underwriters’ Conference. 
The recommendation of the committee 
of five to endorse the three-fourths 
value clause for optional use met with 
such opposition that the matter was 
not pushed. Instead a committee of 
ten was appointed by President C. R. 
Pitcher to iron out the remaining dif- 
ferences of opinion and report back to 
the conference within two weeks. By 
enlarging the committee it was thought 
that the persons with opposing views 
would be brought together and the dis- 
parities in opinion eliminated in com- 
mittee meetings instead of being ex- 
pressed in full conference with conse- 
quent delays. 

Nearly a dozen cities in the Middle 
and Southwest have already endorsed 
restrictive measures -for automobile 
underwriting on the assumption that 
they decrease the moral hazard. Under- 
writers in this territory are so divided 
on the proposition of curtailing full 
coverage underwriting on fire and theft 
clauses that united action on any 
changes has so far been impossible of 
attainment. 

The three-fourths value clause is a 
step backward from the contributing 
loss clause, It frees an owner from 
bearing any part of a loss falling short 
of three-fourths of the value of his car, 
while the original proposition sub- 
mitted with the support of the forms 
commit‘ee would have made owners 
liable for a specified percentage of 
every fire and theft loss. As the in- 
tention is to have the use of the three- 
fourths value clause, with its reduced 
rate, an optional measure, it is incon- 
ceivable that the Conference will not 
adopt it very shortly. 

One stumbling block is the question 
whether the clause should apply solely 
co metropolitan areas or whether it 
extend over the entire Eastern Con- 
ference territory. Theft losses in big 
cities are infinitely worse than in rural 
districts, but in farming areas where 
this season’s crops have fallen short of 
expectations there is an aggravated 
moral hazard which must be taken into 
consideration. -Another objection from 
the camp of full coverage underwriters 
is that automobile owners will take 
eagerly to the restricted clause with 
its rate concessions and so minimize 
the optional feature of the entire propo- 
sition. 





EXPORT COUNSEL ON C. I. F. 

Gilbert H. Montague, counsel for the 
American Manufacturers’ Export Asso- 
ciation, has advised sellers in this coun- 
try to give heed to the decision of Jus- 
tice McCardle in a British Court that 
insurance certificates were not proper 
substitutes for actual policies. “The 
only safe course is for exporters to 
revise their contract forms as the Eng- 
lish courts in the decision above men- 
tioned have taken pains to suggest,” 
says Mr. Montague. 

“The difficulties indicated in this 
judgment,” quoting Justice McCardle, 
“can be easily, promptly and effectually 
met by the insertion of appropriate 
clauses in c. i. f. contracts.” 
Mr. Montague adds the following: 
“These significant and pointed sugges- 
tions, twice uttered recently and most 
emphatically by the very courts that 
have rendered these disturbing deci- 
sions cannot safely be disregarded by 
American exporters.” . 


MUTUAL INCREASES RATES 





Motor Car Mutual Will Charge 7% on 
Fords and 5% and 6% on Cars 
With List Price Below $2,000 





The Motor Car Mutual Fire will in- 
erease its automobile fire and theft 
rates for Grea‘er New York on Decem- 
ber 1 to offset the increasing loss ratio 
on metropolitan covers. Coming from 
a mutual, an announcement of rate in- 
creases without similar action by the 
stock company conferences is worthy 
of special no‘e. 

Following is a letter containing no- 
tice of the change written by M. C. 
Reinboth, president of the company: 

“It is better not to underwrite any 
business than to underwrite at losing 
rates. 

“I have been waiting patiently for 
the conference companies to take some 
action on the dreadful conditions pre- 
vailing in fire and theft rates, but as 
big bodies move slowly, it will be neces- 
sary for us to change the rates. You 
will therefore take notice that from 
December 1, symbol rating for fire and 
theft will be abolished and the follow- 
ing rates will take effect on that day 
on all new business and renewals in 
Greater New York: 

“Ford cars, 7%. 

“All other cars, 
$899.99, 6%. 

“List price $1,000.00 to $1,999.99, 5%. 

“List price $2,000.00 to $2,999.99, 4%. 

“List price $3,000.00 and all higher 
priced cars, 3%. 

“Ford cars continuing with 80% co- 
insurance clause in case of total loss.” 


AUTO THEFTS INCREASE 


list price up to 





Total for Last Three Months More Than 
Double That for Same Period of 
1920 in Eastern Territory 





Automobile thefts continue to creep 
upward despite additional precautionary 
measures taken by insurance companies 
and local authorities. While some com- 
panies report decreases in losses it is 
inevitable from figures published by the 
Eastern and New England Automobile 
Underwriters’ Conferences that some 
companies have not yet declared extra 
holidays in their loss department. 

During the last three months the 
theft losses ran as follows: August, 701; 
September, 764; October, 830. Last year 
the upward march was almost as 
marked: August, 267; September, 364; 
October, 420. The totals, 2,295 for the 
three months of 1921 and 1,051 for the 
corresponding period of last year, dem- 
onstrate conclusively to what extent the 
automobile theft problem has become a 
terror to insurance’companies. Recov- 
eries have decreased in proportion to 
the rate of increase in thefts. Only 648 
were recovered, as compared with 407 
last year. 


Gilbertson Scores 
Adjusting Methods 


ARE FAR BELOW STANDARD 





Prominent Loss Manager Makes Plea 
for Co-operation to Correct Evils 
in Loss Adjusting 





J. S. Gilbertson, loss manager for 
Talbot, Bird & Co., and also retiring 
chairman of the Association of Aver- 
age Adjusters of the United States, 
spoke in a straight-forward, clear man- 
ner concerning present day marine in- 
surance adjusting in his address deliv- 
ered at the annual meeting of the as- 
sociation. Several months ago, while 
in conversation with The Eastern Un- 
derwriter, Mr. Gilbertson declared that 
friction between loss managers and 
average adjusters over the question of 
careless adjustments had become so 
acute that he intended to bring the 
matter prominently before the Asso- 
ciation. This he did, following with 
a plea that better co-operation between 
all parties be fostered in order that 
suspicion aroused by thoughts that ad- 
justments were purposely misrepre- 
sented might be allayed. Some of Mr. 
Gilbertson’s most forceful remarks are 
given herewith as follows: 

“In the past, the underwriting mem- 
bers of this Association have listened 
to pleas from the Chair for .co-opera- 
tion with the adjusters with a view to 
obviating delay in settlements, the in- 
ference being that there was much 
room for improvement in the compa- 
nies’ offices. Speaking as a c'aims set- 
tler, I crave the members’ indulgence 
in venturing to assert that during the 
past few years not all the fault can be 
laid at the doors of the companies. The 
last three or four years have been a 
very strenuous time for both the ad- 
justers and claims settlers. and I am 
of opinion that the standard of adjust- 
ing can be improved over that which 
has obtained during the period men- 
tioned. There has been such a tremen- 
dous amount of work thrown on the 
adjusting organizations that it has 
beén difficult to cope with it, competent 
adjusters not being made in a dav, and 
there has, therefore, been a falling 
short of the standard which existed 
before the war. Furthermore, during 
the past year articles have appeared in 
shipping and insurance journals, both 
in England and in this country, which 
would lead one to believe that all is not 
as it should be in the adjusting pro- 
fession. 

“Various well informed English jour- 
nals have asserted, through their ma- 
rine insurance columns, that adjust- 
ments bearing certain signatures are 
immediately suspected when seen in 
claims departments. This is a strong 
assertion and one which I doubt has 
ever been publicly made previously in 
regard to British adjustments. It hav- 
ing been my misfortune of late to ex- 
amine many British adjustments, I can 
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ae 
only say that the language used by th, 
journals in question appears to m 
thoroughly justified. 

“It would be pleasant, if so \ewhat 
malicious, for me to be able to do th 
Pharisee and thank the Lord that aq. 
justers in America are not as thes 
other men. Unfortunately, such an a. 
titude cannot be adop‘ed by ine, fo 
the same situation obtains here, with 


possibly the peculiarity that th se aq. 
justments that are suspect in one of. 
fice are not those which are looked 
upon with disfavor in others. 
Pressure of Work Heavy 
“Having come of late into close eon. 


tact with some of our leading 4 
ers I have reached the opinion that 
much of the trouble between ai justers 
and claims settlers is due to th 
that the former have been 
pressed and I believe that we can look 
for an improvement in the future. 

“Mistakes that should have been ob. 
vious have appeared in adjustments 
and certain practices have come to the 
attention of claims settlers, which have 
created beyond the shadow of a doubt 
an attitude of suspicion. For instance, 
affidavits and even extended protests 
have appeared ‘in adjustments which 
were made up months after the event, 
without the officers who made them 
having their logbooks to substantiate 
their statements and on occasion claims 
have been presented and’even collected 
on perjured affidavits. 

“T cannot lay all the fault for this 
situation at the adjusters’ doors, but | 
do think more care can be exercised 
by them in sifting evidence and I be. 
lieve claims settlers would be better 
satisfied with certified abstracts from 
logbooks drawn by the adjusters than 
with what are only too often unreliable 
affidavits. Another settler and I asked 


for logbooks’ in 17 consecutive cases § 


and found in the majority of those 
cases serious discrepancies between the 
assertions of the officers as shown in 
the adjustments and the entries in the 
logbooks. 

Negligence Claims Without Proof 

“Many claims are presented due to 
alleged negligence with, however, no 
adequate proof adduced of the correct- 
ness of the allegations. Despite the 
amounts involved, it has been found 
that the vessel owners virtually never 
report these cases of alleged negligence 
to the U. S. local inspectors and the 
certificates of the men involved are not 
dealt with. Sometimes the men are 
not even dismissed or, if dismissed, are 
recommended to other firms. This s't- 
uation is bad for the morale of the 
personnel of the American merchant 
marine as well as for the pockets of 
the owners and underwri‘ers. I am 
pleased to be able to state that a very 
prominent firm of adjusters has 
brought this matter to the attention of 
their shipowning friends with a view 


to having this situation | corrected. 
These are just a few instances of the 
practices that have created a s'tuation 
which is to be deplored, which should 
be corrected and which, I hope «nd be- 
lieve, will be corrected. 

“The term ‘co-operation’ implies the 
working together of two or mo'e par- 
ties to achieve certain results. In re- 
gard to the employment of counsel in 
collision and salvage cases, th: re has 
been partial co-operation betwen un- 
derwriters and adjusters. The }osition 
adopted by some of the forme: ‘s that 
if they have to foot the whole Dill in 
the end they should, as an act «i cour- 
tesy, be allowed to nominate th coun- 
sel whom they desire to look aftr their 
interests. If the owner, how re 


a substantial interest at stake, 
an uninsured interest, or a demurrage 
claim and nominates compete”. coun- 
sel, it is only right and proper ‘hat the 
underwriters accept his nomir’°, be 
less, of course, the underwriters’ am 
the owners’ interests are liable to 
clash. . 
“Some adjusters agree that t's con 
tention of underwriters is just and a 
accordingly; others, however, adopt the 
position that underwriters have no 887 
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in the matter and that they and the 
owners have the sole right to nominate 
counsel. I believe this is a mistaken 
policy to adopt and is one that does not 
react in the end to the advantage of 
those who adopt it. 

Committees for Co-operation 

“Along the lines of co-operation it 
strikes me that possibly the nominat- 
ing of committees to deal with certain 
cases might facilitate settlements. 

je time ago, underwriters co-oper- 
aud with adjusters in regard to sur- 
veys; notification of such to the clerk 
of the Board of Underwriters being 
deemed notice to the signatories of the 
agreement in accordance with the 
terms of their policies. Possibly a 
modification of this scheme could be 
devised looking to the nomination of 
committees to deal with adjustments, 
the reports of such committees to be 
binding or not, as the claims settlers 
migh' ultimately decide. 

“There is such a committee for the 
San Francisco Board of Marine Under- 
writers, for the Syndicates and now, I 
believe, for the Institute of London 
underwriters; the latter, however, only 
dealing with doubtful adjustments, an 
indication that, as stated above, all is 
not quite well with the adjusting pro- 
fession. It appears to me that it is 
incumbent on our less youthful adjust- 
ing members to inculcate proper prac- 
tices in the minds of the younger mem- 
bers who are attempting to follow in 
their footsteps.” 





“CODEM” ON THE MARKET 





T. C. Wilwerth, of Frank B. Hall & Co., 
Has Completed His Insurance Code 
Book; Contains 100,000 Words 





Thomas C. Wilwerth, head of the ca- 
ble department of Frank B. Hall & Co., 
and recently introduced as the author 
of a new cable code book devoted ex- 
clusively to words and phrases used in 
marine insurance transactions, an- 
nounces that his book is now off press 
and ready for distribution. In the face 
of high cable charges the framing of a 
code eliminating from a message many 
superfluous words now required to con- 
vey an idea is to be welcomed and its 
creator congratulated upon his enter- 
prise and unfailing persistence. 

“Codem,” as the volume is called, con- 
tains 616 pages, and is divided into sev- 
eral sections to care for the subdivisions 
of marine insurance. The principal sec- 
tions are as follows: cargo, hull, phrase, 
ports and voyages, trading warranties, 
parts of ship, company warranty, names 
of insurance companies, brokers and ad- 
justers, steamship owners and banks 
and merchants in the principal ports of 
the world. The code words contain five 
letters and have been examined and 
approved by leading code authorities. 
There are between ninety and one hun- 
dred thousand code words and phrases 
in “Codem.” , 





STOCKHOLDERS ASSESSED. 
With, its treasury depleted through 
the payment of exceptionally heavy 
losses on marine direct and re-insurance 
accounts the Internationale Assurance 
of Copenhagen has levied an assess- 
Ment upon the stockholders for 20% 
of their subscription. This call has met 
with strenuous objections from stock- 
holders, leading to the resignation of 
several directors. The Internationale 
is not admitted in the United States but 
previously secured considerable busi- 
hess through re-insurance channels. 





LLOYD’S SECRETARY RETIRES 

Sir Edward F. Inglefield, K. B. E., R. 
N., has resigned his office as secretary 
of Lloyd’s in London on account of iil 
health. He has held his prominent posi- 
tion with the world’s most famous ma- 
tine underwriting office for sixteen 
years. Sir Edward had had a leave of 
absence of six months but the improve- 


. Ment in his condition has been so grad- 


al that he is at present quite unable 
ome the active duties of his posi- 


_ arrived here on the “Tanamo.” 


CONSOLIDATE OFFICES 





Monks, Goodwin & Shaw Affiliate With 
Frank B. Hall & Co.; to Occupy 
Same Offices for Economy 





Monks, Goodwin & Shaw, marine in- 
surance brokers with offices in the new 
Munson Building on Wall Street, have 
effected an affiliation with Frank B. Hall 
& Co. whereby the former will shortly 
move its offices to 56 Beaver Street. 


Due to the wide curtailment in the ma- 
rine insurance business both brokerage 
corporations have greatly reduced their 
operating forces with the result that 
each is paying for an excess amount of 
office space. To minimize overhead ex- 
penses it has seemed common sense to 
the executives of both concerns to con- 
Sumate an arrangement whereby 
every foot of room in the spacious of- 
fices of Frank B. Hall & Co. will be 
utilized. 


Frank B. Hall & Co. have purchased 
an interest in Monks, Goodwin & Shaw, 
but the union is in no way an amalga- 
mation. Both concerns will remain sep- 
arate entities. Monks, Goodwin & Shaw 
control a large number of excellent ac- 
counts and have had especially close 
connections with the United American 
Lines, with which Averill Harriman is 
connected. 





“TANAMO” LOSS A PUZZLER 

An interesting claim for marine 
underwriting offices to consider is the 
loss on the Atlantic Fruit liner 
“Tanamo” which was sunk Monday at 
her pier in New York to prevent her 
becoming a total fire loss. Accordiug 
to statements made here the fire was 
the last of a number of dramatic inci- 
dents staged to take the life of Gover- 
nor E. M. Reily of Porto Rico who 
Flames 
were discovered in the bold under the 
cabin of the Governor and this led 
to the theory that the fire was of 
criminal origin. Underwriters will 
await results of an investigation before 
determining upon the extent of their 
liability. It is rather doubtful whether 
they will pay if the fire was incendiary. 
The vessel is valued at approx‘mately 
$550,000. 





RECEIVER FOR INTERSTATE 


The Interstate Automobile, of Rock 
Rapids, Iowa, has gone into the hands 
of a receiver, according to an announce- 
ment made by Insurance Commissioner 
A. C. Savage. E. H. Hoyt, former 
State Treasurer, has been named as 
receiver. The company’s liabilities are 
given as amounting to $930,000 includ- 
ing capital stock of $200,000, with a net 
deficit of $239,000 over all assets. The 
Interstate has been travelling the rocky 
road for more than a year, having be- 
come the victim of an exceptionally 
heavy number of automobile !usses this 
year and last. Being a non-conference 
company it experienced difficulty when 
it attempted to re-insure its outstanding 
policies with conference companies. 


Marine Men Resent 
Federal Interference 


FAVORITISM 
Shipping Board Vessels Are Not Dis- 
criminated Against in Fixing of 

Cargo Rates 


DENY CHARGES 








Local marine underwriters were 
rightfully incensed on reading Monday 
morning in the Journal of Commerce 
a Washington report that the United 
States ‘Shipping Board might undertake 
to establish a government-owned ma- 
rine insurance company to grant cargo 
coverage on shipments consigned to 
vessels built by the Shipping Board. 


Behind this announcement lay the 
veiled insinuation that American in- 
surers have discriminated wrongfully 
agains: shippers patronizing Shipping 


Poard boats by charging them higher 
rates than charged those who used old- 
established American or foreign steam- 
ship lines, 

This is not the first instance of 
queries coming from Washington seek- 
ing to learn why so many Shipping 
Board vessels fail to secure insurance 
rates on cargoes carried by them as 
low as those obtained by cer‘ain com- 
peting companies. The answer has 
always been unambiguous and clear. 
Newly organized steamship companies, 
managed by persons with limited ex- 
perience and with vessels manned by 
men whose training dates back only a 
few years, cannot possibly expect to 
be favored with the same confidence 
and minimum rates which other com- 
‘panies with credible records covering 
many years receive. 

Knowing that there was no precon- 
ceived plan of discrimination against 
Shipping Board vessels as such, under- 
writers here have previously written 
to Washington asking for proof to sup- 
port damaging statements. Proof has 
not been for hcoming; merely a suc- 
cession of unsubstantiated generalities. 
An investigation into the reasons for 
classing certain Shipping Board vessels 
below others for the purpose of quot- 
ing cargo rates is welcomed here. It 
is reported that Commissioner Lissner 
of the board has made some prelimi- 
nary investigations and it would be 
interesting to learn what he has un- 
earthed. The ultimate chances for 
legislation authorizing such @ govern- 
ment undertaking being passed through 
Congress is most certainly minute, but 
the fact that the Shipping Board views 
it as necessary to act as the protector 
of American shippers against the 
greedy onslaughts of local underwrit- 
ing offices is not viewed here with 
pleasure. 

It has been learned on good author- 
itv that the Jones Act contains no pro- 
visions for the incorporating of a com- 
pany, and the Congressional Commit- 
tee on Merchant Marine & Fisheries 
is opposed to the idea. 








| Tatsor, Birp & Co., Inc. 
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S. D. McComb Defends 
Rating of U. S. Ships 


RATES ARE BASED ON RESULTS 





Shipping Board Vessels, Per Se, Are 
Not Discriminated Against; Own- 
ership a Dominating Factor 





Samuel D. McComb, manager of the 
Marine Office of America, writes to the 
American Bureau of Shipping, denying 
charges that insurance offices here dis- 
criminate against owners and operators 
of Shipping Board vessels to the detri- 
ment of those steamers in their carry- 
ing trade competition with ships of for- 
eign register. If there are differences 
in rates, excellent reasons exist for 
charging particular operators more than 
others are charged. Complaints were 
recently voiced in the “Tribune” and 
one or two other newspapers that Amer- 
ican insurance costs were a severe 
handicap to the American merchant 
marine, 

Following is Mr. McComb’s letter ad- 
dressed to Captain Charles A. McAllis- 
ter, vice-president of the American 
Bureau: 

Dear Sir: 

Both in the daily press and in many 
magazines, articles have appeared ex- 
pressing the belief that users of Ship- 
ping Board boats have been penalized 
in their insurance rates, and that there 
is a tendency on the part of marine in- 
surance companies to charge higher 
rates on Shipping Board boats as such. 
A careful investigation of this confirms 
my belief that there is absolutely no 
foundations for such a statement. I 
know of no marine insurance company 
which does such a thing. In any given 
trade the rates are fixed for different 
lines. If there is a line of steamers 
which operates good boats, is under 
competent management, with reliable 
officers, and has a record showing few 
claims year in and year out, that line 
will be given a low rate’in accordance 
with its record. Another line may be 
operating between the same points, the 
management and personnel not so good, 
have a record of having frequent claims, 
and shippers by that line will be 
charged accordingly. If some men with 
no knowledge whatever of the steam- 
ship business start a new line, and in 
the underwriter’s opinion the men are 
incompetent, the probabilities are that 
their record will be bad, rates will be 
fixed on that basis. 


It is an unfortunate fact that many 
operators of Shipping Board boats were 
incompetent and had a bad record, and 
rates on these boats are fixed in accord- 
ance with the record. The fact that 
they were Shipping Board boats had 
nothing whatever to do with the rates. 
Where Shipping Board boats were in 
the hands of competent operators, the 
rates on these boats were exactly the 
same as on similar boats which the 
Same operators owned themselves. 
Some of the incompetent operators, with 
bad records, complain because they 
were not given the same rates as com- 
petent operators who had an honorable 
record of a year’s standing, but there 
is no basis for a just complaint, as rates 
are based on results. 


Yours very truly, 
Ss. D. McComb. 





NATIONAL BENEFIT EXPANDS 

The National Benefit of London is 
issuing £125,000 of new stock, with a 
dividend rate of 9%, for the purpose of 
securing funds to finance the company’s 
plans for expansion abroad. It is stated 
that the money will be used as deposits 
in foreign countries, and in this con- 
nection it will be remembered that the 
National Benefit last year made ar- 
rangements to enter the United States 
but later suspended the move on ac- 
count of the unfavorable situation then 
prevailing in the American marine in- 
surance markets. 
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CASUALTY AND SURETY NEWS 








New Check Policy 
Should Sell Easily 


INDIVIDUALS 





BIG AID TO 





Brokers and Agents Interested in 
Aetna’s Lecture on Check Alteration 
and Forgery insurance 


Check alteration and forgery insur- 
ance is making rapid headway. Those 
agents and brokers who have already 
acquainted themselves with this new 
form of insurance are enthusiastic over 
the prospects in this line. It sells in 
every territory and is an all-the-year- 
round line. The Aena Casualty & 
Surety Company is well-satisfied with 
its experience, and Agency Secretary 
William L. Mooney states that it has 
exceeded the company’s liberal expec- 
tations. 

At the first of the new series of lec- 
tures of the Aetna class in insurance, 
held every two weeks in the New York 
office at 106 William Street, S. H. Mc- 
Kean explained check alteration and 
forgery insurance to an interested audi- 
ence of agents and brokers. Mr. Mc- 
Kean said that there has been twenty- 
five years of fraudulent check work and 
that experience has shown that there is 
really nothing which protects checks 
from manipulation by specialized 
crooks. But insurance protects the in- 
dividuals and banks in that it indemni- 
fies against financial loss. All kinds of 
safety devices have been invented and 
marketed but none does make a check 
absolutely safe. Checks are often stolen 
from the mail, and the crooks then 
duplicate entire check or change the 
original in various respects. 

Checks are big hazards. On the aver- 
age, a check goes through fifteen pairs 
of hands before it is returned to de- 
positor. And the clever crooks keep 
ahead of protection devices, so insur- 
ance is the only form of protection 
which can guarantee that forgery or 
alteration will not result in a financial 
loss. Coverage can now be obtained 
that will indemnify: an individual or a 
bank against all forms of check forgery 
and alteration. 

Points In Selling 

Mr. McKean, who has had practical 
work in the field selling check insur- 
ance coverage, gave some good poin*- 
ers to be used in the soliciting of ‘his 





new line. He emphasized the fact that 
every man who writes a check is a 
prospect. It is also well to impress the 


prospect that this form of coverage is of 
primary importance. In 1920 it was 
estimated that check alterations and 
forgeries vere costing bankers and bank 
depositors in the United States more 
than $30,000,000 a year. 

The most important s‘ep in the bo- 
ginning is to see the banks first. Even 
if they are sold, get their co-opera‘ion. 
Without the co-operation of the banks 
the solicitor is at a disadvantage 
The salesman should carefully explain 
the service which his company is offer- 
ing, because, first of all, it is essentia'ly 
a banking proposition. Banking officia's 
are familiar with the fact that the m>- 
chanical safety devices do not baffle the 

-clever crooks; so it is well to simply 
point out how the insurance policy in- 
demnifies against financial loss. 

In dealing with individuals. show the 
prospect how he can lose and then he 
will buy. Explain how crooks have 
proved that checks cannot be protected, 
and go into detail as to how the indi- 
vidual can’ be protected. Complete in- 
surance protection shows good judg- 
ment. No business man would wish to 


protect what his money has bought and 
neglect to protect the money itself. 
Aetna Going Strong 
In the short time that the Aetna 
Casualty & Surety Company has been 
offering check alteration and forgerv 
insurance over 170,000 business men 





and banks have purchased this form 
of protection. The fact that this pro- 
tection appeals not only to business 
concerns o/ all sizes but to individuals 
has made this line particularly worth- 
while to the solicitor. The Aetna check 
iorgery and alteration policy may be 

cured at comparatively small cost by 
any individual, bank, firm or corpora- 
tion. 

In connection with a policy issued to 
a bank the company issues a rider 
which extends coverage to the policy 
to include loss on checks certified by 
the b-nk for its customers. There is a 
branch office endorsement, also, which 
extends th's protection to any branches 
the bank may have and to individuals 
of the bark on their personal accounts. 
These two additional coverages may be 
extended to branch offices of firms and 
corporations and to the personal ac- 
counts of their members and executive 
officers. Taking it all in all, check 
alteration and forgery insurance covers 
an extensive field which has a real need 
for this form of protection. 


_ 


TO EMPLOY 30,000 SOME DAY 








tatement By Travelers President Made 
During Course of Bridge Con- 
troversy in Hartford 





Har'‘ford, not only in insurance cir- 
cles but the whole city, has been some- 
what stirred for the past month over 
the proposed erection of an overhead 
bridge on Grove street which the Trav- 
elers. Insurance Company is to build 
from its main building on Main street 
to its recently occupied quarters in the 
Times building. The bill has been the 
cause of considerable stinging com- 
ment in the Common Council, and at a 
meeting of that body last week, which 
was characterized as one of the hottest 
contests waged in the Council of la‘e, 
was passed over the veto of the Mayor. 

When brought before the Council for 
the first time this year the petition for 
the proposed bridge caused no little de- 
ba‘e. The house at the time was about 
evenly divided. The matter was then 
brought up at the next meeting and 
Louis F. Butler, president of the Trav- 
elers, was present and made a short 
speech in which he said the city should 
be willing to give a helping hand to a 
company tha: employed as many people 
as did the Travelers. He also said that 
some day the insurance company would 
employ 30,000 people and a company 
that would be,employing as many per- 
sons as that would be of great help to 
a city and should get some help from 
that city. 

At the next meeting of the Council 
the bridge petition was passed by a 
vote of 12 to 7. It was at this meeting 
that Alderman Johnson in speaking for 
the minority opinioned that he could 
not see why the street board, which, 


‘with the exception of only one member, 


is identical in membership with the 
1920 board which had reported un- 
favorably on the same petition when 
submitted in March, 1920, should now 
turn and favor it. 

Then the Mayor vetoed the bill and 
ano’‘her meeting pf the Council was 
held, at which time the Council voted 
14 to 5 over the veto. 
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Mutual Files Briefs 
In Assessment Case 


STATE DEP’T ANSWERS WRIT 





National Automobile Attempts to Show 
Why Assessments Should Be Cre- 
dited as Assets 





Arguments and briefs were presented 
Tuesday in Albany before the Appellate 
Division of the Supreme Court in the 
action brovght by the National Automo- 
bile Mutual Casualty Company against 
the New York State Insurance Depart- 
ment on a writ of certiorari. As prev- 
iously ouiiined in The Eastern Under- 
writer an opinion is being sought from 
the courts as to whether the power of 
mutuals to assess policyholders is to 
be construed solely as a contingent as- 
set or whether mutuals may crystallize 
these potential funds before being col- 
lected, into actual assets upon their 
books and use them to offset liabilities 
created by the setting up of unearned 
premium reserves. No decision will be 
rendered until the court has. had time 
to analyze and review the testimony of 
both parties. 

‘The National Automobile, of which 































FIRE AND LIFE 


Ge ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manager. 
GENERAL BUILDING - 4t & WALNUT STS. 
PHILADELPHIA . 








Jean V. Lutz is general manager, is 
represented by State Senator George 
R. Fearon. The company is asking per- 
mission to class as assets an amount 
equal to its present unearned premiums. 
This would obviate the necessity for 
making an additional move to collect 
percentage assessments from the as- 
sured. In the opinion of the National 
Automobile the Depariment is exceed- 
ing its authority in refusing to classify 
as cash assets amounts potentially col- 
lectable under the assessment clause 
in each policy. 

According to the Insurance Depart- 
ment the National’s accounts are im- 
paired and the company will be forced 
to levy an assessment against its pol- 
icyholders if the Court sustains forme: 
Superintendent Phillips’ interpretation 
of the Insurance Law governing the 
regulation of mutual companies. The 
Department contends, as it has regular- 
ly done, that unearned premiums are 
liabilities and that assets can consist 
only of cash actually on hand which is 
mot required by law to be entered on 
the books as liabilities. The Depart- 
ment is absolutely confident that its 
position will be upheld, The amount 





involved in the action totals slightly 
over $100,000. 
CONE WITH UNION INDEMNITY 


Frederick S. Cone has been appointed 
executive special agent in the fidelity 
and surety department of the Union 
Indemnity Company. He will work un- 
der the supervision of George E. Hayes, 
manager of that department, and will 
devote his attention to the companys 
agencies in the Eastern territory. Mr. 
Cone has been with the Massachusetts 
Bonding and Insurance Company for the 
past two years and previous to that 
was with the United States Fidelity & 
Guaranty Company. 





J. E. Kelly & Sons, general agents , 
at Springfield, Massachusetts, have re- 
moved from 307-308. ‘Third National 
Bank Building to 508-509 same building. 
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sees Bright Future 
In Bonding Business 


CONTRACT LINE TO BE BUSY 








yanager John Griffin of Fidelity And 
Deposit Company Optimistic Over 
Surety Prospects 





“The prospect for business in the 
contract bond field is enormous,” said 
john Griffin, manager of the bonding 
department of the Fidelity & Deposit 
Company, when interviewed by a rep- 


sentative of The Eastern Underwrit- 
er, According to Mr. Griffin, who is 
one of the foremost authorities in the 
surety world, this country is on ‘the 
threshold of a great building boom. 
And a revival in the building business 
will bring a big increase in the demand 
for contract bonds, thus rejuvenating 
a branch of the insurance business 
which has been quite dormant since war 
construction ceased. 

Tight money and high prices on ma- 
terial prohibited much contract work 
until recently. The banks were cau- 
tious about lending money and they de- 
manded a form of bond which would 
guarantee that the building or project 
would be completed and all bills paid. 
Of course the insurance company was 
protected by the fact that owner of the 
property made it his business to see 
that contractor could go through with 
the job. Now that conditions are eas- 
ing up, the contractors have less dif- 
fculty in securing the old form of con- 
tract bond. 

Some Big Bonds 


The New York branch of the Fidelity 
& Deposit has issued several large con- 
tracts recently. One was a $4,000,000 
bond on subway construction in the 
city and three were on the Catskill 
Aqueduct. one for $1,000,000, another 
for $2.250,000, and a third for $2,500,- 
000. Manager Griffin mentioned sev- 
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eral other possibilities, among them 
being schools, sewers to be rebuilt, 
tunnel under the North River, piers in 
the North River that are to be length- 
ened per order of the War Department, 
and a bridge across the North River at 
57th Street. 


Then too, Mr. Griffin believes that 
the proposed disarmament will help 
public building, as the funds for that 
sort of work will be enhanced by the 
saving on armament. There is a real 
housing shortage in every section of 
the country; New York City is consid- 
erably behind with its dwelling con- 
struction. During the war there was 
very little building done in any line ex- 
cept those in connection with war work; 
consequently the country is at least 
four’ years in arrears in respect to its 
usual building activities. 


All this means that there must be 
a great deal of construction work with- 
in the next few years. The passing of 
this winter should bring about a re- 
duction in transportation rates, a de- 
crease in the cost of materials, and a 
hig step forward in labor readjustment. 
Then will come a genuine boom in the 
contract world. With that boom will 
come, of necessity, a decided increase in 
the demand for contract bonds. For 
this reason there is every cause for 
optimism in the surety business. 


Doubling and Trebling 
Brings Fake and Fraud 


“FRILLS” PROVING COSTLY 





Accident and Health Underwriter Sees 
Moral Hazard Arising From 
Disability Additions 





“Frills” are doing harm to the acci- 
dent and health business and are caus- 
ing heavy financial loss to some of the 
smaller companies—so stated a promi- 
nent official in one of the large com- 
panies, when he was talking with a 
representative of The Eastern Under- 
writer this week. This official believes 
that the companies which have entered 
the accident and health field, and are 
using certain types of policy clauses to 
attract business, should soon be con- 
vinced of their error else the public 
will receive a wrong impression of the 
accident and health branch of the in- 
surance business. 


These companies, in their effort to 
attract business, introduced clauses in- 
to their contracts which offered the as- 
sured double and even triple indemnity 
under certain conditions. Apparently 
it was the intention of the smaller com- 


panies to give their fieldmen a talking 
point, for it is evident that they did not 
expect the “frills” to act as a boom- 
erang. Prior to the coming of the 
“frills,” the insurance public was accus- 
tomed to practically a standard policy 
form for accident and.health coverage, 
bat nowadays the policies are as varied 
as the season’s football scores, 

Certain types of individuals, once they 
comprehend the indemnity clauses, are 
struck with the idea that, should they 
become disabled or incapacitated, un- 
der particular conditions and for a stat- 
ed period of time, there is a good op- 
portunity presented to endeavor .to 
mulct the insurance companies. And 
when these indemnity clauses are 
doubled or trebled in value of return 
offered, the opportunity to defraud the 
companies is very inviting. Conse- 
quently some of the companies, which 
added certain “frills” to their accident 
and health policies, have made it pos- 
sible for unscrupulous persons to en- 
rich themselves. 

The general public is not familiar 
with the different forms of accident 
and health policies, so is in no posi- 
tion to judge for itself. The older com- 
panies have been issuing policies which 
provide ampie coverage, but which do 
not contain clauses, according to gen- 
eral opinion, that would influence an 
assured to “fake” disability. And the 
assureds have become accustomed to 
the full coverage idea, too. But now, 
with various companies offering high 
indemnities and thereby withdrawing 
some clauses in order to meet the ex- 
pense of the higher payments, the pub- 
lic is questioning itself in regard to the 
possibilities of collecting the high in 
demnity payments for disability. 

There has always been the danger 
of fraud in connection with disability 
policies, and the more experienced com- 
panies have refrained from adding any 
clauses which would tend to increase 
that danger. Competition has forced a 
few companies to follow in the steps 
of the new companies which have 
doubled and trebled their indemnity 
payments in order to attract business. 
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Wm, Otis Badger, Jr., 
To Assist Untermyer 


TO CONDUCT CASUALTY PROBE 





Lockwood Committee Will Convene on 
Monday of Next Week; Mortgage 
Loan Question 





William Otis Badger, Jr., who has 
been appointed associate ceunsel to 
assist Samuel Untermyer in the Lock- 
wood Committee investigation of  in- 
surance, is one of the best known insur- 
ance lawyers in New York, and among 
his clients has a number of stock com- 
panies and brokers. His work will be 
in connection with the casualty end. 

Mr. Badger did not care in an inter- 
view with The Eastern Underwriter to 
enlarge at the present time on the 
scope of the investigation., He ad- 
mitted that the reorganized compensa- 
tion bureau will Lave attention. 

The Lockwood Committee hearings 
have been postponed until Monday, at 
which time the subject of mortgage 
loans is expected to come up. Presi- 
dent Dryden, of The Prudential, will be 
one of the insurance men to be ex- 
amined. 

The appointment of Mr, Badger is of 
more than ordinary interest because of 
the close association of Mr. Badger 
with Mr. Best, business relations exist- 
ing over a long period of years. Mr. 
Badger first got to know insurance men 
through acting as counsel for the A. M. 
Best Company. Mr. Best caused a 
sensation in insurance ranks when ap- 
pearing before the Lockwood Commit- 
tee, he was examined on reserves by 


Samuel Untermyer. His testimony was 
attacked in a circular sent out by the 
National Board of Fire Underwriters. 

Mr. Best says that while Mr. Badger 
is his counsel the latter has many other 
clients and operates an independent 
law office, although it is in the Best 
Building. Mr. Badger is also counsel 
for the ten mutual companies which 
entered New York, 





JONES SUCCEEDS MEYER 

John T. Jones, who is manager of the 
Aetna Life’s Government’ Service 
Bureau, has succeeded H. C. Meyer as 
manager of the Washington, D. C. 
Branch Office of the Aetna Life. A. 
J. Voorhees, formerly superintendent 
of the accident and health department 
at the Springfield Branch Office has 
become assistant manager. Mr. Voor- 
hees has been with the Aetna since 
1914. 





ANTHONY ON THE JOB AGAIN 


H. D. Anthony, superintendent of the 
claim department of the General Acci- 
dent in New York, is back at his desk 
after an illness of several weeks. Mr. 
Anthony is one of the best known claim 
men in this section of the country, and 
the fakers and crooks have a whole- 
some respect for his ability to detect 
fraudulent claims. While convalescing 
Mr. Anthony spent five weeks at his 
old home in Maryland. 


CINCINNATI APPOINTMENT 
The Indemnity Company of North 
America, ha3 appointed Wm. Klappert 
and Co. of Cincinnati to the general 
agency at that section. 








Wilson & Lehnert became Maryland 
Casualtv general agents of Baltimore 
City and vicinity for surety lines as of 
October 1, succeeding the firm of Kerr 
& Wilson. Their address is Maryland 
Casualty Building. 


CASUALTY DINNER SPEAKERS 





Insurance Society of New York Plans 
Interesting Program; Cowles and 
Hobbs To Be Present 





Walter G. Cowles, vice-president, 
Travelers Insurance Company, and Clar- 
ence W. Hobbs, insurance commissioner 
of Massachusetts, will speak at the cas- 
ualty dinner given by the Insurance 
Society of New York on December 6. 
Hugh Lewis, general manager of the 


Liverpool & London & Globe, has been: 


invited to address the society, and, if 
his engagements permit, he will be 
present. 

President Falconer, of the Norwich 
Union Indemnity and vice-president of 
the Insurance Society of New York, is 
in charge of the arrangements for the 
casualty dinner. Charles R. Pitcher, 
president of the society, will preside at 
the dinner, which will be held at the 
Drug and Chemical Club. 





O’LOUGHLIN’S NEW POSITION 


J. F. O’Loughlin, formerly with the 
Travelers Indemnity Company at 
Hartford, has joined the Royal Indem- 
nity Company as assistant superinten- 
dent of. the burglary insurance depart- 
ment. He was supervising underwriter 
in the burglary and plate’ glass 
insurance department of the Travelers 
Indemnity, resigning from that position 
to assume his new duties at the head 
office of the Royal Indemnity. 





CLARK & CLARK MOVE 
Clark & Clark, Maryland Casualty, 
general surety and casualty agents, 
Washington, D. C., have removed from 
the Metropolitan Bank ‘Building to 
Suite 210-215 Bond Building, Fourteenth 
St. and New York Avenue. 


es 


NOTICE CLAUSE IN POLIcy 





Supreme Court of Ohio Refuses to Rg. 
view Case in Which Eyesight 
Was Lost 





The Supreme Court of Ohio hag pp. 
fused to review the case of the 
Employers Liability Assurance (op. 
poration against John Roehm of Day- 
ton, involving construction of a ‘0 day 
clause in insurance company’s policies 
in which the plaintiff contended the 
insured was not entitled to collect for 
the loss of é¢yesight which developed 
more than 90 days after an accident, 
The decision is regarded as an impor. 
tant one to insurance companies. The 
company was required to pay the insur. 
ance although the insured did not lose 
his sight for more than ten months 
after the accident. This case was re. 
viewed by the Supreme Court before, 


The question at issue then was the 
construction of the notice clause in 
the policy. The insured was struck ip 
the left eye while participating in a 
basket-ball game in June 1914, but no 
immediate symptoms were noted other 
than the eye was badly bruised. Mr, 
Roehm went about his work wholly 
ignorant of the severity of the accident. 
He consulted a physician in April 1915, 
who informed him that total blindness 
would probably’ ensue. Corrective 
measures were taken, but without re- 
sult. Suit for recovery of damages was 
immediately brought against the com- 
pany. 





BATES ALBANY MANAGER 

L. D. Bates is now acting manager 
of the fidelity and surety branch office 
of the Aetna Life at Albany. C. ¢. 
Bidwell, special agent at the Fifth 
Avenue Branch Office, has been trans- 
ferred to the Home Office special 
agency staff. 
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More Than 3,000 Apps Received 


The number of applications received 
jn the Lott Testimonial run between 
three and four thousand. The three 
thousand mark was reached on Satur- 
day of last week, and they are still 










Lneigestrore— 


coming in. The premiums may run 
about $3,000, 

Victor E. Stevens, of the New Hamp- 
shire Fire Insurance Company, sent in 
the most original birthday greetings, 
‘ad with them was sent a cartoon 
which Mr. Stevens drew and which is 
reproduced herewith. 





A Tragedy 


Act I—Broke appointment with 
agent. 


Act II—Broke into newspapers wien 


his car collided with another and a 
horse-drawn vehicle, injuring three 
veople. 
Act Ii1I—Broke! [Travelers Protec- 
tion.] 





The General Accident of Canada has 
opened a branch at Montreal. 














SAVINGS BANK LIFE INSURANCE 


(Continued from page 7) 


members of the Company’s local agency, a con- 
dition that would involve a natural limitation in 
the amount of business that could be obtained. 

In the first place, the higher grade of sales- 
man will scarcely find it worth while to spend 
much time on this business. The solicitation 
wil thus generally be left to the writers of the 
smaller policies and to newcomers. The local 
Manager may, of course, increase his agency 
force to meet the ‘situation but it would seem 
that even under the best of these plans the bank 
8 going to suffer from the more or less limited 
nature of the selling force. 

On the other hand, supp we that 
tn banks in a particular city have taken up this 
plan with different companies and have projected 
their employees into the selling field under such 
tonditions. There cannot fail to be some degree 
of interference with the work of the regular 

@ insurance salesman. To what extent this 
would affect the production of the individual 
general agent is impossible to determine but 
there is 2t least one case on record where an 

cy lust several of its regular representatives 
trough sich competition in their field, the bank 
iMsurance in this case being issued by the same 
“mpany as represented by the agency. 

Tt would seem, however, that when an indi- 
vidual ha: been sold a $1,000 life insurance con- 
tact he has been started on the way to the 
preciation of what life insurance can do for 
him and that there has been created a new 





Mospect for further life insurance. Any imme- 
diate los; is more than compensated for by 
future saics and other salesmen who are: inclined 


"0 take a broad view of the matter feel that this 

ent is not going to be so harmful to the 
ency force as might at first sight appear. 

the other hand, the Cleveland Under- 

rs’ Association has gone on record as op- 

besed to the plan on account of the features 


above outlined. 
The Sale of the Contract 







Many that its 





ould be well sold; 





It is the desire of every life insurance com- 
insurance sh 








Hit In The Eye; Sues for $85,000 


Cornelius Toohey, 14 years old of 
South Orange, N. J., through his father, 
Henry Toohey, has filed suit for $85,000 
damages in the Circuit Court against 
Franklin Webster, of East Orange. 
Young Toohey is a caddy and Webster 
drove a golf ball which hit him in the 
eye. This is being used as an argument 
for golfer’s liability policies. 

a a . 


Takes Late Vacation 


Wilmot Smith, manager of the bond- 
ing department of the Aetna Casualty 
and Surety Company at the New York 
branch office, is enjoying his vacation 
this month. November is rather late 
to be getting away, but Mr. Smith 
finally persuaded himself that he need- 
ed a rest. Although the bonding busi- 
ness has not been as brisk as it was 
last year, the Aetna’s surety depart- 
ment has been busy and Manager 
Smith expects that this year’s volume 
will be satisfactory, 








that is to say, the prospect should have the kind 
of insurance that best suits him and he should 
thoroughly understand the contract that he pur- 
chases. The fear has been expressed that if a 
corps of bank clerks are to sell this contract, 
the life insurance part of this plan will not be 
as thoroughly sold as it should be and that 
there may arise from this source dissatisfaction 
and criticism that will react unfavorably on the 
life insurance business as a whole. There is, 
too, the danger that misrepresentation might 
creep in even with the best intentioned and 
most honest savings solicitor and these possibili- 
ties are at least worthy of consideration. 

Then, too, a certain conflict of interests may 
arise. Suppose an individual desires to invest 
more than the unit deposit. If the regular life 
insurance man is selling the business, the ques- 
tion must arise in his mind as to whether this 
individual would not be better to devote the 
excess to life insurance for his beneficiary. If 
the bank representative is doing the soliciting, 
he might reasonably feel that the excess should 
be devoted to additional savings and probably 
the banking institution would be of like mind. 
The actual circumstances of the individual de- 
positor would alone determine which of the two 
ideas was correct; but the point is that irre- 
spective of the rights or wrongs of the situation, 
a conflict of interest would arise and it would 
be exceedingly hard to satisfy both the bank 
and the insurance company that the correct pro- 
cedure had been followed. 


Insurance Service 


As already stated, the depositor pays his pre- 
mium direct to the bank and the bank pays 
these premiums to the company. There is, 
therefore, in this business, a certain lack of 
contact between the policyholder and the com- 
pany’s agency. With this lack of contact there 
arises the lack of opportunity for the agent to 
give the service that most company representa- 
tives desire to give and which is of great im- 
portance in these days. In other words, the 
bank policyholder might become more or less of 
a stepson in the company family. 

We must not forget, however, that there is no 
plan of the type under discussion or, in fact, 
any human institution that is perfect. The ques- 
tion is not so much as to the disadvantages of 
the scheme but as to whether or not the ad- 
vantages outweigh the disadvantages. The ad- 
vocates of the scheme feel that such plans are 
a very great advertisement for life insurance, 
that the general agent who controls the business 
in his locality can see that the business is sold 
under the right conditions and that the interests 
of the bank and the insurance company are pro- 
tected. 

In the development, of a new agency, one of 
the problems is the finding of material for the 
newer and younger agents to work upon. Here 
is the opportunity for the general agent to obtain 
a very satisfactory prospect list, and an un- 
usually good list, too. The individuals who 
respond to the advertising and show their in- 
terest in the plan have at least indicated them- 
selves to be appreciative of the value of thrift 
in some form or other. 


Mortality Saving 

It is believed, too, that the mortality on such 
business should be lighter than the mortality on 
the company’s average ordinary life business. 
The. individual who is willing to purchase a 
Proposition covering a period of ten years is, 
in all probability, likely to be the type of appli- 
cant who desires an endowment policy and we 
know that the a. under the endowment 
form is the most favorable mortality experienced 
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under any section of the company’s business. 
We thus have the advantage of combining the 
lowest mortality rate with the largest amount 
at risk, a condition that should result in sub- 
stantial savings from mortality. 


Expense of Business 


Further, from the company’s point of view, 
this business. may be obtained at no greater 
financial cost than any other business is ob- 
tained and, in fact, by making suitable arrange- 
ments, many of the applicants can be examined 
at one time with the advantage that a medical 
fee less than that usually paid would be ac- 
ceptable to the examining physician. If a large 

t of busi is done, this in_ itself would 
provide a considerable expense saving. 

The cost of such insurance, as far as my own 





particular company is concerned, has been very 
low indeed. We pay no expense whatsoever 
except the printing of a table of rates and one 
other small table that is attached to the pass- 
book and shows the accumulation of the fund 
from year to year. The bank has paid the entire 
cost of advertising and the cost of the various 
certificates. Of course, the local agency bears 
some expense in that time and space are devoted 
to the plan but the return to the agency nat- 
urally appears in the shape of commission on 
such business, which is at the regular rate. 

The adoption or non-adoption of the plan is 
entirely a matter of personal judgment and it is 
hoped that these remarks outlining some of the 
problems that we have encountered in consider- 
ing the business will be of help to the members 
of the Institute who may be called upon to give 
their opinion of the plan. 
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A Straight Tip 


from One who Knows. 


We all have profited so much from the ex- 
perience of others that we should be grateful 
to those who are broad-minded enough to tell 
of their mistakes as freely as they proclaim 
their successes. 


This reflection is prompted by the service of 
our agent, Mr. J. A. Giberson, of Alton, Illinois, 
who, at the annual meeting of the Missouri 
Association, offered the following explanation 
of his absence from the Los Angeles conven- 
tion of Local Agents: 


I would have been there had I not 
flirted with a small stock company 
and had two unpaid automobile 
losses when it went into the hands 
of a receiver. Because I paid the 
claims, it took all the expense 
money which would have taken me 
to Los Angeles. 








Mr. J. A. Giberson, Glens Falls Agent at Alton, 

Illinois, President of the Illinois Association of 

Insurance Agents and Regional Vice-President of 
the National Association of Local Agents 


H. N. Dickinson, Vice-President 


We sympathize with Mr. Giberson in his bad 
luck, but must congratulate him on his frank- 
ness. We wish it were possible for every local 
agent to profit by his honest confession. 


As this experience demonstrates, the repu- 
table agent. who sells policies in new and un- 
tried companies is taking a long chance with 
the most valuable asset he has. When trouble 
comes the assured will expect him to make 
good, and the agent must decide whether he 
will shoulder the loss or lose his standing. In 
other words, on ordinary losses, barring con- 
flagrations, the agent practically guarantees 
the solvency of the company he represents. 


In view of this responsibility, every local 
agent owes it to himself to represent those 
companies only whose records justify his 
staking his reputation on their stability and 
trustworthiness. 


In pointing this out Mr. Giberson, who is 
President of the Illinois Association of Insur- 
ance Agents, and Regional Vice-President of 
the National Association, has passed on to his 
brother agents a mighty valuable piece of busi- 
ness advice. It remains to be seen whether 
they will grasp its profit-making possibilities 
for themselves. 


E. W. WEST 


President 





Insurance Company 
Glens Falls, N. Y. 


F. M. Smalley, Secretary 


J, A. Mavon, F. L. Cowles, H. W. Knight, Assistant Secretaries 
R. C. Carter, Treasurer 
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